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SUBSCRIPTIONS 


In which we give All the Facts! 


DVERTISING in business papers, 

to do a job for you, must give spe- 

cific and adequate information—but— 

In addition to what you say and how 

you say it, the results depend upon to 
whom you are talking. 


Fortunately, you can se/ect your au- 


dience by making intelligent use of 
A. B. C. reports. Every 


business paper member of 


that advertisers themselves have request- 
ed as needed for effective space buying. 

We belong to the A.B.C. Our A.B.C. 
report tells how much circulation, that 
is, how many people have expressed— 
through paid subscriptions—a definite 
interest in this particular editorial job; 
where this circulation goes; how we got 
it; how much subscribers 
pay; a business analysis 


the Audit Bureau of Circu- 
lationscan supply you with 


complete, verified facts 
about that paper’s readers 
—your audience. 

A.B.C. reports contain 
the specific information 


A. B. C. PROTECTS 
YOUR ADVERTISING 


Paid subscriptions, renewals, 
evidence of reader interest, 
are among many facts in 
A. B. C. reports that are 
definite guides to effective 
media selection. When you 
buy space in A. B. C. pub- 
lications your advertising 
is safeguarded by audited 
circulation. Always ask 
for A. B. C. reports. 


of subscribers. 

These facts and many 
other verified values given 
in A. B.C. reports will 
help you invest your 
advertising dollars most 
effectively. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations Ask for a copy of our latest A. B.C. report 


A.B. C.=AUDIT BUREAU OF CIRCULATIONS=FACTS AS A MEASURE OF CIRCULATION VALUES 
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Announce New 


Committee Setup 
of N.A.L.U. 


Maddox Program Chief; 
Andrews, Managers; Tag- 
gart, Membership 


A personnel of 350 has been appointed 
to the 28 committees of the National 
Association of Life Underwriters for the 
1940-41 administration, according to 
Harry T. Wright of Chicago, president. 
The committee members represent 57 
companies located in 122 cities in 45 
states, the District of Columbia and 
Canada. 

Six special committees are included on 

this year’s list, five less than in 1939-40. 
No new committees have been appointed, 
but the General Agents & Managers 
committee has been made a standing 
body, and the “On to Philadelphia” 
group has become “On to Cincinnati.” 
. OF last year’s special committees, the 
following have been continued: Agents, 
compensation, cooperation with the 
American College, life insurance infor- 
mation, national council meetings and 
Research Bureau editorial advisory com- 
mittee. 


Chairmen and Vice-Chairmen 


The chairmen of the committees, and 
vice-chairmen of some, are as follows: 

Agency practices, Charles J. Zimmer- 
man, Connecticut Mutual, Chicago; busi- 
ness standards, Gale F. Johnston, Met- 
ropolitan, St. Louis; by-laws, O. Sam 
Cummings, Kansas City Life, Dallas; 
conservation, Alan E, McKeough, Occi- 
dental Life, Chicago; convention pro- 
gram, N. Baxter Maddox, Connecticut 
Mutual, Atlanta; cooperation with attor- 
neys, H. Ben Ruhl, Massachusetts Mu- 
tual, Detroit; cooperation with trust of- 
ficers, Paul H. Dunnavan, Canada Life, 
Minneapolis; cooperation with U. S. 
Chamber of Commerce, Julian S. My- 
rick, Mutual Life, New York; creden- 
tials, Lee Wandling, Equitable Society, 
Wichita; education, Earl F. Colborn, 
Connecticut Mutual, Rochester, N. Y., 
chairman; Irvin Bendiner, New York 
Life, Philadelphia, and Roy Ray Roberts, 
State Mutual, Los Angeles, vice-chair - 
Penn 


men; elections, Edward L. Reiley, 
Mutual, Philadelphia. 
Also: Finance, Walter E. Barton, 


Union Central, New York; general 
agents and managers, W. H. Andrews, 
Jr., Jefferson Standard, Greensboro; in- 
ternational council, John W. Clegg, Penn 
Mutual, Philadelphia; law and _legisla- 
tion, C. Vivian Anderson, Provident 
Mutual, Cincinnati, chairman; J. S. My- 
rick, Mutual Life, New York, sub-chair- 
man on federal legislation; Philip B. 
Hobbs, Equitable Society, Chicago, sub- 
chairman on state legislation; local asso- 
ciation administration, Wilbur W. Hart- 
shorn, Metropolitan, Hartford; past na- 
tional presidents, Charles J. Zimmerman, 
Connecticut Mutual, Chicago; member- 
ship, Grant Taggart, California-Western 


October Sales Are 
Ahead 1.8 Percent 


Ordinary Gains 5 Percent 
and Industrial 7.9 Percent, 
Presidents Report 


NEW YORK—New life insurance for 
October showed an increase of 1.8 per- 
cent, according to the Life Presidents 

\ssociation. Ordinary and _ industrial 
showed gains of 5 percent and 7.9 per- 
cent respectively, while group showed a 
decrease of 27.2 percent. The total of 
all classes for the first 10 months of this 
vear showed a decrease of only per- 
cent. 

October new business of the 40 com- 
panies reporting totaled $648,902,000 
compared to $637,675,000 for October, 
1939; ordinary $447,194,000 against $425,- 
977,000; industrial, $146,464,000 com- 
pared to $135,769,000 and group, $55,- 
244,000 against $75,929,000 a year ago. 

For the first 10 months, total new 
business was $6,063,409,000 against $6,- 
068,854,000; ordinary, $4,221,742,000 
against $4,183,498,000, increase .9 per- 
cent; industrial, $1,304,628,000 com- 
pared to $1,231,312,000, increase 6 per- 
cent; group $537,039,000 compared to 
$654,044,000, decrease 17.9 percent. 


BUREAU REPORTS GAINS 


HARTFORD—For the sixth con- 
secutive month ordinary sales have 
showed gains topped by a 5 percent in- 
crease in October, the Sales Research 
Bureau reports. October sales totaled 
$573,504,000. Sales for the first 10 
months were $5,462,192,000, an increase 
of 2 percent. 

All sections enjoyed increases, with 
the Pacific and east south central states 
leading with 11 percent gains. Cali- 
fornia, with an increase of 14 percent 
was top state in the Pacific section, and 
Alabama, with 18 percent increase, led 
the east south central group. 

States having the greatest g 
October were: Montana, 30 
Virginia, 25; Vermont, 24: 
Connecticut, 20; Alabama, 18; 
Dakota, 18. 

Of the eight principal cities on which 
data are available, Los Angeles was the 
leader with a 17 percent increase, Chi- 
cago, 9 percent; and Detroit, 5. Phila- 
delphia and New York sales were the 
same as last year while St. Louis was 


ains for 
percent; 
Utah, 23: 
and South 





off 2 percent, Cleveland, 6 and Boston, 

7 percent. 
Sales by sections were: 

Yr. to 

October, 1940 Date 

Volume 1940 1940 

in o to 

$1,000 1939 1939 

New England...... $ 44,112 102 100 

Middle Atlantic.... 158,087 103 103 

East No. Central.. 130,687 105 104 

West No. Central.. 56,173 103 98 

South ag 56,987 106 106 

East So. Central.. 21,624 Lil 100 

West So. Central.. 41,778 104 100 

Mountain .. 14,747 103 100 

RG oc ea devas sss 49,309 111 100 

States Life, Cowley, Wyo., chairman; 

Paul C. Sanborn, Connecticut Mutual, 


3oston, vice-chairman; publications, Isa- 


dore Samuels, New England Mutual, 
Denver; resolutions, James E. Ruther- 
ford, Penn Mutual, Des Moines; state 


(CONTINUED ON PAGE 9) 


New York Meeting 
to Hear Farewell 
of Some Officials 


The National Association of Insur 


sO uae 
ance Commissioners at its New York 
ineeting will witness the retirement ot! 
some of the prominent members who 
will be attending their last convention 
officially. Among those who are certain 
to be out are Palmer of L[llinois, Love- 
joy of Maine, Knott of Florida, Emery 
of Michigan, Walrath of Idaho, Yetka 
of Minnesota, Smrha of Nebraska, 
Weller, Rhode Island, Lucas, Missouri. 


in doubt are Harrison ot 
Arkansas, who is most likely to go; 
Viehmann, Indiana; Harrington, Massa- 
chusetts; Neslen, Utah. Some can re- 
main if they desire but it is doubtful 
whether they will want to continue. 


Among those 


NEBRASKA SITUATION 


LINCOLN, NEB. — Governor-elect 
Griswold is back from his hunting trip, 
but has given no indication of possible 
appointments in the near future. Among 
those mentioned as possibilities for the 
position of insurance director are Lloyd 
C. Dort, former commissioner, who is 
now general counsel for the Service Life 
of Omaha; J. B. Chase, Omaha, fomer 
legislator and former attorney general, 
and I. D. Beynon, Lincoln lawyer, who 
has been a close political associate of the 
new governor. 


Push Candidacy of Moose 


Friends of Conn W. Moose of Omaha, 
former director, are active in pushing 
his candidacy. He was named director 
by Governor Cochran when he took of- 
fice in January, 1935, but was removed 
seven months later after several clashes 
with the governor over department and 
supervision policies. One Nebraska com- 
pany executive says the governor-elect 
has assured him that insurance interests 
will be consulted before any decision on 
the appointment has been reached. 


BIG MAJORITY 


John J. Holmes, insurance commis- 
sioner of Montana, was reelected by a 
majority of about 50,000. 


NEW MINNESOTA POSSIBILITY 

ST. PAUL—Another man mentioned 
as a possible successor to Commissioner 
Frank Yetka when his term expires Feb. 
i is E. Ray Cory, life agent at Austin 
and president of the Minnesota State 
Automobile Association. He has been 
active in safety campaigns and is pub- 
licly on record as opposed to compul- 
sory automobile insurance. 


HOLMES HAS 


SITUATION LN ILLINOIS 


There has been much speculation as 
to the probable appointment in Illinois 
by Governor-elect Green. Some insur- 
ance men have been mentioned as pos- 
sible candidates for the place. How- 
ever, some of Governor Green’s inti- 
mates are inclined to believe that he 
will not appoint an insurance man if he 
can secure a satisfactory attorney. It 
is stated that he has offered the place 
to a prominent lawyer but whether he 
can afford to accept has not been 
announced. 


Life Presidents 
Program for Annual 
- Meeting Announced 


Brilliant Array of Speakers 
Listed for Convention 
in December 





NEW YORK—One of the nati 
leading industrialists, a prominent edu- 
ator from the middle west, a Unit 
States senator-elect, and an emine 


among the leaders 
are scheduled to ad- 
the As- 
Life Insurance Presidents 
Astoria, New York C 


hurchman are 


various fields who 


iress the annual convention of 
sociation of 
at the Waldorf- 
Dec 
L/CC. 


5-6. 


hese speakers will join life com 





executives in the discussions centerin 
on the theme “Preparedness;” 

Prentis, Ir., president National A a- 
tion of Manufacturers and president 
rmstrong Cork Company, Lancaster 
Pa.; Dr. Samuel N. Stevens, president 


»9€ Grinnell College, Grinnell, Ia.; Unite: 
States Senator-elect C. Wayland Brooks 
of Chicago, and Rev. F. S. Fleming, : 


tor of Trinity parish, New York. 

The association expects to announ 
in the near future the names of addi- 
tional spez ikers, inc luding a distinguish« 
Canadian who has been invited t 
ticipate in the discussions. 


Life Insurance Speakers 

The life insurance side of the progra: 
will be developed through rs | 
leaders whose experience has 
them into contact with nt Pg very 
branch of business. ; 

Opening the sessions on the morning 
xf Dec. 5, President L. A. Lincoln of th: 
Metropolitan Life, will speak on the 
convention theme. In the course of his 
address he will disclose the results 
special research which has been under- 
taken to show the extent to whic! 
\mericans are using life insurance t 
prepare for the future and are currenth 
receiving its tangible benefits. Mr. Lin- 
coln, who has held the helm of the Met- 
ropolitan Life since 1936, served the 
company in a series of important lega! 
and executive positions in the course 
his rise to the presidency. 

Another address will be made by 
President Walter LeMar Talbot af Fi- 
delity Mutual Life. Speaking on “The 
Why <¥ Wherefore of Life Insuranc¢ 
Funds,” he will present the results of 
survey now in progress with respect t 
life company investments and wil! 
analyze the trends thus disclosed. 


Mortality Trends—Agency Service 


Another address incorporating specia 
data will be given by Dr. D. B. Cragin 
medical director Aetna Life. He wil 
present a review of the 1940 mortality 
experience among life insurance policy- 
holders, based on the records of a group 
of companies, and will interpret these 
findings from the viewpoint of a life in- 

(CONTINUED ON PAGE 9) 
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British Spokesman 
Urges Step to Avoid 
Dumping Securities 


Life Insurance Man 
Coaches Champion Team 





3utler, Chicago general 
Mutual Life with of- 


Ci E. “Bad" 
agent for Fidelity 








fices in the Board 

It might be advisable to modify the of Trade building, 
Johnson “cash and carry” act to permit held open house 
Great Ritalin to finance its war pur- Saturday afternoon. 
hases here and elsewhere by using the He went with Fi- 
seven billions of United States securities delity Mutual early 
vhich it owns as collateral for loans jn September, but 
nstead of forcing a dumping which yntil now he has 
would have a serious effect on the se- been largely en- 
urities market here, Sir Charles Mor- grossed in his ge 
< Webb, noted British authority on as football coach a 
noney and finance, told a gathering of Beloit College. Aa 


insurance leaders, bankers and econom- ojt closed its foot- 








Chicago. This is a subject 1m ball season a week 

\ i life company investment officers ago Saturday, hav- ™ 

ire greatly concerned because of the ing had its most Gon hades 
ompanies’ large security holdings. successful season 

Sir Charles said that to the extent since 1923. Now Mr. Butler will be free 
that Great Britain can finance its pur- to concentrate on his life insurance 
hases from the United States it will work. By virtue of the fact that Cornell 
e successful in the war. However, it College on Saturday defeated Carleton 
an use only dollars or gold, since the College, Beloit became the champion of 
ee sterling is not acceptable cpus te the Midwest Conference. Mr. Butler has 
United States. However, Great Britain jeen coach at Beloit four years and pre- 
snot gold, ane y" cange “milked yrace! viously was the coach at Glenbard at 
ut s of gold by demanding gol Glen Ellyn, Ill. 


d of products in payment of any 
balances in favor of 
said the pound ster- 
purchase gold in 
obtainable. 





at the 
assist- 


Representing the home office 
reception was Calvin L. Pontius, 
ant manager of agencies. 





iational trade 
Britain. He 
ing can be used to 
} yuntries where it is 








Situation May Become Serious not so good as the production system. 
[he capacity of the market to absorb 

Che British government does not want production is the standard of living, he 
to dump its American securities on the said. The principal theme recently in 
irket, he said. However, its present this country, he said, has been inflation. 
incial setup is calculated to carry it There is lack of confidence in the money 


only about three vears at the here. This dates back for a century. 


present 


te of expenditures. It has enough Industry is not going ahead because it 
lars” in view to pay its bill for that is doubtful of the prices of the future 
iod. The war is costing Great Brit- and the purchasing power of the dollar. 


annually, of which In England, he said, there is no over- 
gland and production and the standard of living 
goes up step by step with production. 


about 13 billions 


illions is expended in En 
rest outside. 
1 








ngland increased its al income Sir Charles said the best thing to do 

m seven billions to llions from with the vast store of United States 
2 to 1937 and it is expected will have gold is to restore it to circulation. He 
income of 30 billions by the end of said J it is kept in a hole in the ground 

e More than 200 million dollars for a generation or two the young peo- 
- held by savings societies. The people ple at a are growing up will never have 
making war loans instead of buying seen gold and will have no appreciation 

1 and luxuries. Prices have not gone of its value. He noted that gold is a 
due to inflation for there is a very commodity whose value depends upon 
ient means of combating overproduc- the demand for it, as has been demon- 
strated in the fluctuations of the prices 

Communes on Ui & Deends on the gold market in London since 
England went off the gold standard. 

He said for the last 10 years the England has found the commodity 
ited States has been working at only standard which it uses and which was 


percent or 
efficient 


evolved by American economists highly 
satisfactory, he said. 


capacity. Distribution is 


The monetary system is 


Executive Urges 
That Recruiting 
Be Suspended 


Vice-president Arthur Coburn of the 
Southwestern Life of Dallas raises a 
question with THE NATIONAL UNDER- 


WRITER as to whether life insurance com- 


panies and the business do not face a 
danger of recruiting becoming a con- 
tinuous process. This might result in 


neglect of problems of agents already 
service, in his opinion, and might even 
replace more experienced agents by less 
experienced recruits and defeat in 
part the public interest. Mr. Coburn 1s 
a profound thinker and student of life 
insurance and his comments are always 
most interesting. He says in a letter to 
THE NATIONAL UNDERWRITER: 

“Dramatic changes are on the way. 
Yesterday's holders of policies are be- 
coming tomorrow’s owners of life in- 
surance. Thanks to the growing eff- 
ciency of agents, individual buyers of 
life insurance keep their policies in force 
twice as long as they formerly did. 

“Each million dollars of old insurance 
salvaged this year is a million of new 
insurance that will not need to be sold 
next year. Due to this process, purchas* 
of new regular life insurance is down 
about 40 percent. 


so 


Increase in Agents 


“This remarkable reduction has appar- 
ently escaped the attention of life insur- 


ance officials. For example, there are 
more life agents in 1940 in Texas than 
in any previous year in the history ot 
this state. Back in 1930 the average 
agent in Texas made about $140 a 
month. Now that recruiting has become 


almost a continuous process, the average 
agent has had his earnings brought 
down to about $75 a month. Business 
men that see all agents that call upon 
them think the companies might well 
have a closed season on recruiting. Lest 
we create an unwholesome demand for 
United States government monopoly of 
life insurance, it seems to me that we 
should. make recruiting a discontinuous 


process.” 


Amos Thomas, former insurance com- 
pany executive and now attorney for 
several insurance companies at Omaha, 
has been elected a third time to mem- 
bership in the Nebraska legislature. As 
a floor leader in past sessions he is in 
line for speaker, but he has declined to 
have his name mentioned in connection 
with that honor. 


Suggests Insurance 
Post for Willkie 


David Lawrence, in a_ copyrighted 
column dealing with certain aspects of 
Wendell Willkie’s situation the other 
day, suggested that Mr. Willkie might 
enter the insurance arena. 

“Mr. Willkie is not the kind of man 
who would care to crusade every day 
from now till 1944,” Mr. Lawrence 
wrote towards the end of his column. 
“He is the type who would prefer to 
take an executive position in some com- 
pany which has large employment prob- 
lems and work out the human relations 
of the management as affecting em- 
ployes and the governmental relations 
as it affects national issues in the eco- 
nomic world. 

“Some insurance company might be 
the ideal place for Mr. Willkie to man- 
age in the next two or three years. For 
it looks as if the governmental planners 
are getting ready to pillory that business 
and put it under some sort of federal 
control. Mr. Willkie showed himself an 
able fighter when attempts were made 
to confiscate certain utility properties 
Without adecuate compensation, and he 
may find in the insurance business an- 
other opportunity to acquaint the pub- 
lic with the efforts of the radicals to get 
their clutches on a big private enterprise 
with billions of assets.” 


Pacific Mutual “Non-Can” 
Claims Come Up Nov. 25 


LOS ANGELES—An effort to dis- 
pose of pending “non-can” claims grow- 
ing out of the rehabilitation of the Pa- 
cific Mutual Life is to be taken up in 
superior court here Nov. 25. 

Superior Judge Schmidt has issued an 
order to Commissioner | Caminetti and 
287 holders of “non-can” policies of the 
old company, returnable on that date, to 
show cause why the allowances made to 
287 policyholders Judge Caminetti 
should not be set aside. The order was 
issued on petition of the Pacific Mutual 
Life and W. R. Forker. 

The 287 policyholders are listed with 
the amount of their aaa. ranging 
from $6,472 for the largest down to 16 
cents for the smallest. They are divided 
into three groups, (1) those who allowed 


their policies to lapse subsequent to 
July 22, 1936, and previous to Feb. 20, 
1937; (2) those who permitted their poli- 


cies to lapse subsequent to Feb. 20, 1937, 
and (3) those who rejected the rehabili- 
tation plan and are seeking a larger 
amount than was allowed them. 





SPEAKERS AT THE LIFE PRESIDENTS CONVENTION 








REV. F. &. FLEMING, New York City H. W. PRENTIS, JR., Lancaster, Pa. 
the Waldorf-Astoria Hotel, Dec. 5-6, 
will be Rev. Frederic S. Fleming, rector 


of Trinity Parish, New York City; Hen- 


\mong the speakers to be heard at 
e annual meeting of the Association of 
Life Insurance Presidents to be held at 


¢ 


DR. S. N. STEVENS, Grinnell, Ia. 


ning W. Prentis, Jr., of Lancaster, Pa 
president National Association of Manu- 
facturers, president Armstrong Cork Co.;: 











C. WAYLAND BROOKS, Chicago 


Dr. S. N. Stevens, president Grinnell 
College, Grinnell, Ia.; ‘C. Wayland 
Brooks, Chicago, U. S. senator-elect. 
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Predicts Move in 
National Capital to 
Control Insurance 


Colonel Robbins of A.L.C. 
Sees Effort Coming Up 
in Next Session 


“There seems but little doubt now 
that an effort will be made during the 
next session of Congress to obtain some 
measure of federal control over all insur- 
ance, including life, fire, casualty and 
the other forms,” Colonel C. B. Robbins, 
manager-general counsel American Life 
Convention, told the Indiana Fraternal 
Congress at its annual meeting in Indi- 
anapolis. “The concentration of power 
in the federal government at the ex- 
pense of the sovereignty of the several 
states of the union has been so rapid 
during the past decade that it has 
reached a point undreamed of a quarter 
of a century ago,” he said. 

“Life insurance reserves constitute the 
last great reservoir of capital not di- 
rectly or indirectly under the control of 
the federal government. Recent laws 
have placed enormous powers in federal 
bureaus and agencies. Government by 
agencies and bureau is not a govern- 
ment of laws but of men. Life insur- 
ance desires no such government and 
will be firm in its opposition to it. 


Sees No Reason for Change 


“Supervision and regulation by law in 
the states has been so successful during 
the depression that there can be ad- 
vanced no valid reason for changing it. 
The TNEC during all its investigation 
found only a few isolated examples of 
dishonesty in management of companies, 
and still fewer instances of poor super- 
vision by the state authorities, and the 
instances: set forth in the testimony 
were of so unimportant a character and 
had so little effect on the business as a 
whole that they were trivial. So we con- 
tend that a system that has shown so 
excellent a record should not be dis- 
carded in favor of a government of men 
occupying bureaus in Washington.” 

Interest rate has suffered more than 50 
percent decline in the last decade, he 
said, due to the steady diminution of de- 
mands for money by private enterprise 
and the enormously increased demand 
for money by the federal government. 
Colonel Robbins said life insurance 
companies have met this demand to such 
an extent that the amount of govern- 
ment funds they hold has increased from 
$500,000,000 to $5,000,000,000 in the last 
12 years. The large public indebtedness 
requires low interest financing which is 
a factor holding the rate down. 


Move to End Tax Exemption 


The demand for government securities 
and national, state, municipal and others, 
is due to the fact that many of them are 
tax exempt. There will be a persistent 
effort next year to secure passage of a 
law taxing income from such securities. 
This would still further decrease the in- 
terest yield, which would further com- 
plicate the problem of interest return, 
Col. Robbins concluded. 


Adopt Resolution on Matter 


The congress adopted a resolution op- 
posing attempts of the federal govern- 
ment to take over control of life insur- 
ance. 

Commissioner Viehmann of Indiana 
discussed the department’s supervision of 
life insurance. Other speakers included 
A. L. Zivich, East Chicago, congress 
president; T. R. Heaney, vice-president 
National Fraternal Congress and secre- 

(CONTINUED ON PAGE 17) 


RECEPTION COMMITTEE HEADS 








JAMES A. FULTON, Chairman 


James A. Fulton, president Home Liife 
of New York, has been appointed chair- 
man for the annual meeting of the 
Association of Life Insurance Presidents 
at the Waldorf-Astoria Hotel, New 
York City, Dec. 5-6. A. B. Wood, presi- 
dent and managing director Sun Life 
of Canada, is vice-chairman. The other 
members are A. L. Aikin, New York 
Life; O. J. Arnold, Northwestern Na- 
tional Life; C. E. Becker, Franklin 
Life; M. B. Brainerd, Aetna Life; E. S. 
Brigham, National Life; Chandler Bul- 
lock, State Mutual Life; G. W. Cox, 
John Hancock Mutual; Franklin D’Ol- 
ier, Prudential; L. W. Douglas, Mutual 
Life; E. J. Heppenheimer, Colonial 
Life; R. E. Irish, Union Mutual Life; 





ARTHUR B. WOOD, Vice-chairman 


L. F. Lee, Occidental Life of North 
Carolina; C. B. Little, Provident Life 
at Bismarck, N. D.; J. L. Loomis, Con- 
necticut Mutual; C. S. Macdonald, Con- 
federation Life of Toronto; A. J. Mc- 
Andless, Lincoln National Life; J. A 
McLain, Guardian Life; A. N. Mitchell, 
Canada Life; G. S. Nollen. Bankers 
Life of Iowa; T. I. Parkinson, Equitable 
Society; B. J. Perry, Massachusetts 
Mutual; F. H. Rhodes, Berkshire Lif:; 
A. A. Rydgren, Continental American 
Life; F. P. Sears, Columbian National 
Life; J. A. Stevenson, Penn Mutual 
Life; B. H. Walker, Life of Virginia; 
F. B. Wilde, Connecticut General; C. F 
Williams, Western & Southern Life; 
H. S. Nollen, Bankers Life of Nebraska, 
and L. E. Zacher, Travelers. 








Christmas Yet to Come. 


year. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





DOLLARS AT WORK ~~ 


In Dickens’ great classic, three of the principal char- 
acters who carry along the story are the Spirit of Christmas 
Past, the Spirit of Christmas Present, and the Spirit of 


The Red Cross, in the finest sense, represents the Spirit 
of Christmas Past, Present, and Future, indeed the Spirit of 
Christmas All the Year "Round. For surely the gift of mercy 
is of the essence of that season, extended all the year ’round, 
and given by men and women and children of all races and 
creeds to the peoples of all races and creeds when war and 
pestilence, and catastrophe and famine, pay visit. 

We cannot all be nurses; we cannot all carry stretchers 
or drive trucks with food and medical supplies. 
can put shoulders to the wheel by contributing toward the 
funds necessary to put pity to practical help. 

One need hardly attempt to tell why the service of the 
Red Cross is necessary, a thousand-fold more necessary, this 
The strongest appeal is simply a reading of the head- 
lines of the daily newspapers, day after day, telling the 
stories of human misery, misery which must be alleviated by 
the mercy which is symbolized by the Red Cross. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


But we all 


+ 


JOHN A. STEVENSON 
President 

















J. D. Williamson 
New President of 
H. 0. Underwriters 


War Clause Symposium 
at Annual Meeting Evokes 
Variety of Views 


NEW YORK-J. D. Williamson, as- 
sociate actuary Canada Life, was elected 
president of the Home Office Life Un- 
Association at its annual 
He is the first Canadian 
to head the association since its found- 
He succeeds Leigh 


derwriters 


meeting here. 


ing 10 years ago. 
Cruess, underwriting vice-president 
Home Life of New York. 

Other officers are: Vice-presidents, 
H. H. Jackson, actuary National Life of 
Vermont, and R. B. Gordon, vice-presi- 
dent and supervisor of applications 
State Mutual Life; secretary, D. S. 





J. D. WILLIAMSON 


Craig, assistant manager ordinary de- 
partment Metropolitan Life; treasurer, 
G. E. Rogers, Jr., manager ordinary is- 
sue and underwriting department Pru- 
dential; editor, G. W. Cheney, secretary 
Phoenix Mutual; members of council, 
C. F. Barney, manager underwriting de- 
partment American United Life; J: H. 
White, member of insurance board New 
York Life; Pearce Shepherd, assistant 
actuary Prudential; H. F. Gundy, as- 
sistant actuary Sun Life of Canada, and 
W. H. Lockey, assistant secretary Life 
of Virginia. Mr. Lockey was elected 
to fill out the unexpired term created 
by the election of Mr. Gordon to the 
vice-presidency. 

To Meet in Toronto June 2-4 


The association voted to hold its 
spring meeting in Toronto June 2-4. 
These dates come the first three days 
of the week, a departure from the asso- 
ciation’s usual custom of starting its 
three-day sessions on a Wednesday. 

The general discussion on war clauses 
and the other underwriting problems in 
the United States and Canada resulting 
from the war showed that there is a 
wide diversity of opinion as to the 
proper underwriting policy. This dif- 
ference of opinion appeared to be 
founded on well considered judgment 
rather than merely competitive consid- 
erations. The discussion was preceded 
by an address on military reserves by 
Maj. A. P. Simmonds, U. S. army (re- 
tired), who gave valuable background 
information useful to underwriters in 

(CONTINUED ON PAGE 8) 
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Show More Success 
in Non-Cancellable 


Actuary Farley, Massa- 
chusetts Indemnity, Calls 
Attention to Present Trends 


Jarvis Farley, actuary and assistant 
treasurer of the Massachusetts Indem- 
nity, speaking before the Casualty Actu- 
arial Society in New York City, on “A 
1940 View of Non-Cancellable Disability 
Insurance,” said that despite an arduous 
history, non-cancellable business is be- 
ing written today with apparent success 
by a small number of companies. His 
paper presented Mr. Farley's view of 
the reasons why the coverage written 
today seems to be succeeding despite 
earlier misfortunes. 

The major reason lies in the treat- 
ment of the moral hazard, both in un- 
derwriting and in the policy forms them- 
selves. The limit placed on today’s 
non-can indemnities, as opposed to the 
unlimited life income in earlier policies, 
is a substantial factor in making it pos- 
sible to underwrite the insurance, and in 
the author’s opinion does not seriously 
impair the degree to which the policies 
meet the fundamental need. 


Underwriting Essentials 


Attention to details and adherence to 
strict standards of underwriting are es- 
sential to successful underwriting, and 
Mr. Farley believes this will have the 
effect of restricting the conduct of non- 
can to those companies which make it 
their sole line or which subordinate their 
other lines entirely to non-can as their 
major endeavor. The paper analyzed 
various aspects of underwriting practice, 
reviewed the underlying actuarial for- 
mulae, and closed on the theme that the 
future of non-can lies in a full under- 
standing of the field, not only by the 
companies themselves but also by gov- 
ernment officials whose power to make 
legislation or rulings could lead to action 
which might be definitely, though unin- 
tentionally, destructive 


Modern Life Charter Policy 


Held legal by Court 


ST. PAUL—Judge Pearson in Ram- 
sey county court has held illegal the 
clause in the so-called charter policy of 
the Modern Life which gives participat- 
ing charter policyholders preferment in 
distribution of profits and earnings of 
the company. Other points at issue in 
case have not yet been decided. 


the 

The matter of charter policies has 
been in the Minnesota courts for more 
than a year in at least three cases. The 


charter participating policies provided 
they should ‘ 
sue in all profits accruing to policies of 
this class, which shall be composed of 
savings in mortality, interest in excess 
of reserve requirements, profit from 
lapses, savings by economy in manage- 
ment and divisible surplus from all other 
sources.” 

This provision was attacked on the 
ground that it was illegal discrimination 
between policyholders and gave the 
charter policyholders preferment in dis- 
tribution of earnings and surplus. 


Mortgage Loan Disbursements 


A record disbursement for the ac- 
quisition of new mortgage loans was 
made in September by the General 


American Life. The amount disbursed, 
more than in any other month in the 
company’s history, was more than $1,- 
250,000. General American Life made 
mortgage loans totaling $4,811,968 in the 
eight months of 1940. Of these 
loans 586, totaling $2,984,100, were un- 
der FHA and 160 loans, totaling $1,- 
827,868, were not insured under FHA. 
Mortgage loans in the St. Louis area 

ne the first eight months totaled $1,- 


alc 
72 792 
O40, ° 


first 


‘participate from date of is-. 


Veteran Ohio Partners Are Feted 





EB. P.- ‘Tice and H.0k; 
Jeffers, partners of the 
Tice & Jeffers agency of 
Midland Mutual Life at 
Columbus, O., were feted 
at a surprise dinner by 
some 60 friends and asso- 
ciates. They have operated 
as a partnership for more 
than 34 years and have 
one of the largest agencies 
in central Ohio. Mr. Tice 
was the first licensed agent 
of Midland Mutual and 
placed the first policy. 
Shortly thereafter, Mr. 
Jeffers, who was on the 
point of accepting a posi- 
tion in the teaching line, 
decided to join his friend, 








Mr. Tice, to establish the 
partnership. m E. P. TICE H. P. JEFFERS 
The Tice & Jeffers 
agency now has more than $34,000,000 active in the life of Columbus. Mr. Tice 
in force on the lives of about 14,000 has been one of the foremost men in 
persons. the Community Fund and he has been 
At the dinner, tokens of appreciation active in the chamber of commerce. Mr. 


Jeffers is past president of the Down- 
town Kiwanis Club. Mr. Jeffers for 
some years was a trustee of the Na- 
tional Association of Life Underwriters. 
Mr. Tice is a member of the vestry 
board of Broad Street Presbyterian 
Church and Mr. Jeffers is chairman of 
the finance committee of the Worthing- 
ton Methodist Church. 


were presented to each of the partners 
by members of the agency. George W. 
Steinman, president of Midland Mutual, 
represented the home office. Speakers 
= ae kK. I. Dickerson, B. F. Carter, 
Whipple and H. O. Tice, all of 
poe have long been associated with 
the agency. 
Mr. Tice and Mr. 


Jeffers have been 








Corrects Statement About 
Nebraska on War Clause 





Milne of low 
and Adjustment Made 


In the Nov. 1 issue of THe Nationar | The Arkansas supreme court in Jet- 
UNDERWRITER in an article on the effect ferson Standard Life vs. Ponder decides 
state laws or regulations may have on a Case where there was a misstatement 
the writing of war clauses, it was stated of the insured’s age. Three policies in 
that Nebraska, among other states, is the aggregate amounting to $15,000 had 
one where inability to write a proper been issued by the Jefferson Standard 


to the husband of the defendant, who 
was named beneficiary in all. They had 
been in force for more than two years 
prior to the insured’s death. In the 
application it was stated that he was 


war clause needs remedial legislation as 
the only alternative to adjusting a great 
deal of business that would be entirely 
satisfactory if the war rider could be 


used. Of this, B. B. Gribble, actuary 

Nebraska department, writes: “It was born Dec. 24, 1882. The policies con- 
not stated what particular Nebraska tained the two year ,incontestability 
laws are considered to be unsatisfac- clause and provided that if the age was 
tory, but gives the impression that war not correctely stated the benefits were 
clauses will be approv ed only if they to be “what the premiums paid would 


have purchased at true age.” On the 
death of the insured, proof of death was 
furnished and the company paid the full 
amount of the three policies. 

A few weeks later the company dis- 


exclude the extra hazard on account of 
military or naval service and thus make 
it necessary to determine whether the 
death of one in military or naval serv- 
resulted from the extra hazard of 


ice 
such service. covered that the insured was not born 
“The governing statute of this state Dec. 24, 1882, as stated, but that he 


~ been born on either Dec. 24, 1878, 
r Dec. 24, 1877. This action was insti- 
tuted against the beneficiary to recover 
the excess payments which had been 
made to her. On evidence introduced 
the trial court found that the date of 
birth was Dec. 24, 1878. On the appeal 
to the Arkansas supreme court, it was 
held that the finding was supported by 
the evidence and could not be disturbed. 
It was also held that money paid under 
a mistake of fact could be recovered. 
The beneficiary claimed, however, 
that the presence of the incontestability 
clause precluded the company from as- 
serting its claim. In response to this 
argument the higher court concluded 
that since the validity of the policies was 
not in question, but simply the amount 
due under the policies, the incontestabil- 


is that life policies must be incontest- 
able after two years, except for non- 
payment of premiums, . and except 
for violation of conditions of the policy 
relating to naval and military service 
in time of war. . The statute, it 
will be observed, is broad and does not 
define or limit the conditions of policy 
relating to military and naval service in 
time of war, and does not require that 
death must occur during the period of 
service or result from the extra hazard. 

“No effort has been made by the de- 
partment to interpret legislative intent, 
and the only clauses which have been 
objected to are those wherein such an 
attempt was made. The department is 
acting on the theory that attempts to 
express legislative intent in war clauses 
can not be successful and must be done 


by the courts. It has, therefore, only ity clause did not affect the right of the 
imposed the requirement that war company to make the adjustment to 
clauses be neither in conflict with the which it was entitled under the age ad- 
plain meaning of the statute nor at- Justment clause. It was decreed that the 

company could recover the excess pay- 


tempt to define legislative intent where 


such intent is not expressed in law.” ments, 


Jackson Office Progressing 


Earle W. Brailey, 


general agent New 


England Mutual Life, has been named Hubert Jackson, the new Chicago 
president of the Cleveland Citizens general agent of the Loyal Protective 
League. He is a former president of Life, located at 30 North LaSalle street, 
th Cleveland Life Underwriters Associ- now has eight men under contract. 
ation and Cleveland Life Insurance- ——— 


in force in the John Haneock 
1940, was $4,557,512,662, a 
months to Sept. 30 of 


Insurance 
as of Sept. 30, 
gain for the nine 
$206,834,406. 


Trust Council and immediate past presi- 
dent of the American Society of Char- 
tered Life Underwriters. 


]. Stanley Edwards 
Comments on Report 
on Commissions 


J. Stanley Edwards of Denver, gen- 
eral agent Aetna Life and tormer presi- 


dent National Association of Life Un- 
derwriters, makes some comment on the 
proposals modifying agents’ compensa- 


tion as discussed at the joint meeting 
of the Life Agency Officers and Sales 
Research Bureau at the Edgewater 
Beach Hotel in Chicago. He says: 
“The editorial on agents’ compensa- 
tion in THE NATIONAL UNDERWRITER of 
November 8, seemed to invite or at least 
to suggest criticism or comm ent on the 
proposals for modifying agents’ compen- 
sation as discussed at the recent Life 
Agency Officers-Sales Research Bureau 





meeting. These proposals seem to have 
been given thoughtful study, and many 
excellent suggestions were contained in 
the report. 
Small Town Districts 

“There is, however, one iactor of this 


subject which does not seem to have 
been taken into account or discussed. 
That is the situation of the agent oper- 
ating in thinly populated or scattered 
rural territory. We all applaud the de- 
sirability of having full-time career life 
agents. Where does this leave the agents 
operating in towns of, say, 2,500 popula- 
tion or less, remote from’ other centers 
of population? Shall 50 or 350 companies 
each appoint a representative in such a 
community, and, if so, whom will these 
agents insure to make them tull-time 
career underwriters? 

“The different denominations of the 
churches some years ago recognized this 
situation and combined or withdrew 
their churches, both in rural America 
and in their foreign missionary fields. 
Such a plan w ould seem hardly practic- 
able in the life insurance business. Let 
us be realistic about it. The only way a 
full-time career underwriter can make a 
living in large, thinly populated areas, 
principally in the western part of our 
country, is for his compensation to in- 
clude some additional allowance cover- 
ing the cost of his traveling far enough 
from home to reach a large enough num- 
ber of people to earn a living writing life 
insurance. 

“Following the limitation of expense 
imposed by Section 97 of the Armstrong 
law, there were organized numerous 
smaller companies, principally in the 
west and south, which covered this field 
and still operate in it. They recognized 
these conditions and paid their agents, 
and still pay them, from 60 to 80 percent 
first commissions with lifetime renewals 
of 7%4 percent. It may be argued that 
the amount of business from such ter- 
ritories is relatively unimportant and 
that in the life insurance business it is 
necessary that all production must be 
upon the same compensation basis in a 
given company. Other lines of business 
do not recognize this as true. Manufac- 
turers and jobbers sending out traveling 
representatives compensate their men in 
accordance with the necessary expense 
of operating their territory. Life insur- 
ance has never recognized this economic 
fact, but has proceeded to pour all pro- 
duction through the same sieve, regard- 


less of the cost from the soliciting 
agent’s standpoint. 
“There is another implication which 


cannot lightly be ignored. We are facing 

a time when public relations loom large 
in the picture. Life insurance must nur- 
ture an enlightened, informed, and 
friendly public opinion and acceptance 
if further legislative action, both state 
and national, is to be understanding and 
fair in its treatment of our business. To 
do a complete job of public service, and 
to do the institution of life insurance a 
distinct service, life insurance benefits 
should be brought to all our people 
wherever they may live in this country, 
and in order to accomplish this, any plan 
of compensation must equip the rural 
agent to serve his clients and still make 
a living for himself.” 
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Resolve to Excel 
Must Be Based on 
Emotion, Says Gray 


NEW Y Albert E. N. Gray, 
assistant secretary Prudential, spoke on 
“The Great Common Denominator of 
Success” before the New York City 
Life Underwriters Association. The 
theme of Mr. Gray’s talk, which was 
along the same lines is the one he gave 
at the recent National Association of 
Life Underwriters convention in Phila- 
delphia, was that every successful man 
achieves his preeminence by disciplining 
himself to do what less successful men 
are unwilling to do. The resolution to 
do these things must become a _ habit, 
he said, adding that success habits in 
life insurance selling are divided into 
four main groups, prospecting habits, 
calling habits, selling habits, and work- 
ing habits. 

Back of the resolution to form these 
habits there must be a practical pur- 
pose, Mr. Gray said. He warned that 
in making one’s purpose practical it 
must not be made logical but should 
rather be of the sentimental or emo- 
tional type, since logic is not a power- 
ful motivating force. 

Lloyd Paterson, general agent Massa- 
chusetts Mutual and president New 
York association, announced that the 
association will have a Christmas party 
from 4 to 7 p.m. Dec. 12, at the Hotel 
Pennsylvania. There will be skits, acts, 
playlets, songs and monologues, includ- 
ing the cream of the Life Managers As- 
sociation’s gridiron show, “Off the 
Record.” There will be a 12-piece or- 
chestra for dancing. 








Uncertainty as to Dratftee’s 
Liability Under Relief Act 


NEW YORK—A number of other- 
wise certain sales have been held up be- 
cause Of confusion as to the possibility 
of service men being held liable for pre- 
miums paid for them under the soldiers 
and sailors relief act in cases where the 
cash value of the policy is insufficient to 
take care of premiums advanced by the 

government. The text of the law, backed 
by opinion from Washington, however, 
clearly indicates that the service man, no 
matter how small a premium has been 
paid, is liable for only the amount repre- 
sented by his cash value, if any. 

Even a quarterly premium on a term 
policy would qualify him for the mora- 
torium. All that he can lose is the 
amount of his cash value, if any, plus 
the policy itself. Furthermore, each 
policy stands on its own feet. Extra 
cash value in one policy cannot be taken 
to take care of a policy with insufficient 
cash value. In the case of men going 
into the service the policy, to be eligible 
for the act’s provisions, must have been 
in force 30 days prior to the trainee’s 
call to service. For men already in serv- 
ice this qualification does not apply. 





Report on Joint Meet 


Reports on the joint meeting recently 
of the American Institute of Actuaries 
and the Actuarial Society of America 
were given at the monthly meeting of 
the Chicago Actuarial Club by W. M. 
Johnson, vice-president and actuary 
Central Life of Illinois; Ross E. Moyer, 
vice-president and actuary Continental 
Assurance; R. I. Booth, statistician 
Travelers branch, and others who at- 
tended. H. O. Cedarholm, North 
American Life, reported on the discus- 
sion at the Life Agency Officers-Re- 
search Bureau meeting recently on the 
compensation plan for agents that was 
proopsed by a joint committee. The 
Chicago actuaries noted that emphasis 
was placed on maintaining the total re- 
munerations to agents within the pres- 
ent commission figure, although rear- 
ranging the annual allocations. Mrs. V. 
Steirin, Federal Life, digested current 


changes in policies and company prac- 
tices. F. E. Huston, secretary-actuary 
American Life Convention, club presi- 
dent, presided. David Scott, actuarial 
department Montreal Life, was a visitor. 


No General Observance of 
Annual Message This Year 


NEW YORK—The Annual Message 
of Life Insurance will not be a nation- 
wide affair this year but is being left up 
to such local associations as desire to 
stage their own campaigns. Houston, 
for example, put on its own Annual 
Message celebration this week and there 
is keen interest on the part of many 
other associations, some of them promis- 
ing to exceed what they did last year. 

While a number of the companies par- 
ticipating in last year’s Annual Message 
were in favor of a nation-wide observ- 
ance again this year, the prevailing opin- 
ion was that the work being done 
through the Institute of Life Insurance, 
particularly the weekly column of Presi- 
dent Holgar J. Johnson, has substituted 
the more effective year-round appeal for 
the concentrated activity of a single 
week’s promotional work. It was felt 
that such associations as were suffi- 
ciently interested in Annual Message 
week could readily continue it locally, 
aided by the impetus of previous life in- 





surance weeks and the Institute of Life 
Insurance advertising campaign. 


BREAKFAST IN HOUSTON 


HOUSTON—The Houston associa- 
tion of Life Underwriters, with the Gen- 
eral Agents and Managers Associations 
of Houston cooperating, are observing 
an “Annual Message of Life Insurance” 
this week. The program opened Mon- 
day morning with a breakfast for over 
300 life men. It will close Nov. 23. A 
committee composed of A. T. Everett, 
manager Phoenix Mutual Life, as gen- 
eral chairman: Roy Cox, as publicity 
chairman; Bryan Stratton, Robert Mc- 
Elhennon, Richard Nauts and Jack 
Wolff, planned the program and are di- 
recting events of the week. Jack Gran- 
tham, manager Southwestern Life, is 
president of the Houston association. 





Book on Settlement Options 


Flitcraft, Inc., 613 South Maple ave- 
nue, Oak Park, Ill., has issued a book- 
let “Settlement Options,” costing $2.50. 
It is designed to give the reader as much 
as possible the information he needs to 
avoid delays and excessive correspond- 
ence in setting up life insurance pro- 
grams. It contains 4,000 answers to 101 
questions about company practice and 
procedure in handling settlement agree- 
ments. 


Emery Attacks Part-Timers 
at Bay City Gathering 


BAY CITY, MICH—Commissioner 
Emery of Michigan lashed out at part- 
timers at a joint meeting here sponsored 
by the Bay City Association of Insur- 
ance Agents and. the Bay City Associa- 
tion of Life Underwriters. 

“It’s the part-time agent,” he said, 
“who takes the bread and butter from 
the mouths of you who work hard for 
the business.” He defended the depart- 
ment’s recent policy of placing restric- 
tions on the continued licensing of part- 
timers through requiring them to file 
affidavits of their regular employers’ 
consent that they use telephone, office 
space and as much time during working 
hours as needed to service their insur- 
ance sidelines, 


Refers to Retirement 


The commissioner referred jokingly 
several times to the probability of his 
early replacement when Governor-elect 
VanWagoner takes office. The com- 
missioner said he had been an agent for 
a good many years and “there is every 
reason to believe that I will be one again 
before very long.” 

He was introduced by Lyle M. Clift, 
a member of both groups. 











One of a series — Giv- 
ing facts about the 


Fidelity. 


+ fhe 








darkness and no 


satisfaction in such 


field. 


A LIFE WORTH LIVING 


Speaking on the fortieth anniversary of his Fidelity con- | 
nection, Carroll H. Jones, Columbia, S. C., said, “Through- 
out the years of my service with the Fidelity Ihave found | 
growing, from year to year and from day to day, a deep | 
satisfaction that my life has been guided into a channel | 
that enabled me to give of the best that I had in loyal | 
service to an institution that I felt was worthy of that | 
service. 


“I have received a satisfaction, a peace of mind, and an | 
elevation of spirit that has made life worth living. AsI | 
move into the shadows of the evening of life, there is no 


night ahead, 


bright and glorious by the knowledge of the love and loy- 
alty that I know is flowing to me from my friends in | 
Fidelity.” | 


These few sentences offer high tribute tothe callingofa_ | 
life underwriter—and a splendid testimonial to the literal | 
truth that Fidelity is a friendly company. We find deep | 


IDELITY MUTUAL LIFE | 
INSURANCE COMPANY | 
PHILADELPHIA 


WALTER LEMAR TALBOT. President | 


a tribute from a man long in Fidelity's 


but days that are made 
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Camps, Zimmerman 
Join the Research 
Agencies Group 


Tw oO new members have been elected 
informal organization known as 
Agencies Group—Manuel 
Camps, Jr., general agent John Han- 
cock, New York City, and C. J. Zim- 


merman, general agent Connecticut Mu- 


to the 
the Research 





tu Chicago. 
1e Research Agencies Group now 
comprises 13 general agents and man- 


agers. It was organized seven years ago 
to effect an exchange of ideas on agency 
management among its members and for 
experimenting with ideas which — 





worthy of a trial. Members of th 
group have worked in close seopuntita 
with the Research Bureau. 

In addition to Mr. Camps and Mr. 


Zimmerman, the present members are: 


H. Cummings, National of Vermont, 
Cleveland; G. B. Dorr, Northwestern 
Mutual, Hartford; R. G. Engelsman, 


Penn Mutual, New York City; C. F. 
Gay, Aetna Life, Boston; G. E. Lackey, 
M 1usetts Mutual, Detroit; E. 
Mutual Benefit, Nashua, N. 

V. W. Holleman, Home Life, 
ashington, D. C.; W. W. Hartshorn, 
etropolitan, Hartford; W. K. Magru- 
r, Connecticut Mutual, Baltimore; L. 
F. Paret, Provident Mutual, Philadel- 
hia; W. N. Watson, Connecticut Mu- 
al, Boston; I. W. S. Chapman, con- 
ant Research Bureau; John Marshall 
Holcombe, Jr., manager Research Bu- 
eau, and B. N. We director of 


service Research Bureau 


assdaGi 


»hnson, 
} 
» 


1. 
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Stevenson to Railroad Men 
John A. Stevenson, presidet nt Penn 
ife, addressed the annual meet- 
the Association of American 
s. He emphasized mass trans- 
yrovided by the railroads as 
the national defense program. 
ussing the extensive competition 
trucks, waterways and air lines, he 
‘““As one responsible for the invest- 
trust funds, I fully agree with 








Disc 








Lilt A 
the contention of the railroads that sub- 
unequalities of treatment 
various agencies of service 





abolished. 





ds are our largest single ag- 

f ate capital and enter- 

e of the railt monde may 

to the outcome of other 

forms of economic endeavor. The rail- 
roads stand as a fundamental factor in 
carrying through whatever plans our 
nation may make to put itself under 


arms. 


Hearing on Missouri Bill 
JEFFERSON CITY, MO.—The Mis- 
souri insurance department will conduct 
a hearing Nov. on the proposed 
agents licensing bill which is to be sub- 
the legislature next vear. The 
includes licensing fraternal 


26 


mutte d to 
provi oI 


agents. 


ision 


Delay Colo. Commissioner Exam 


DENVER — There is unexplained 


delay in holding the oral section of the 
civil service examination for insurance 
commissioner. So far the civil service 
commission has not announced when 
that part of the examination will be 
given. The written examination was 
given more than a month ago. 

The home office of the Volunteer State 


100 percent in 
chest cam- 


Life went “over the top” 
the Chattanooga community 
paign for 1941. 





Conventions 





Dec. 2-4—National Association of In- 
surance Commissioners, Pennsylvania 
Hotel, New York City. 


Dec. 4—Institute of Life Insurance an- 


nual meeting, Waldorf Astoria, New 
York. 
Dec. 5-6—Life Presidents Association, 


Waldorf-Astoria, New York City. 


bea ineln bowdae Is 
Ordered to Active Duty 








T. G. MURRELL 


Commander T. G. Murrell, USNR, 
has received orders for active duty at 
the navy department at Washington, 
Dui. 

Mr. Murrell is a graduate of the Naval 
Academy and a partner in Murrell 
Brothers agency at Los Angeles for Mu- 
tual Benefit Life. He saw service with 
the Atlantic fleet in the world war and 
in the Philippines during the Mindinao- 
Sulu campaign. He recently returned 
from a month’s cruise with the fleet in 
the Pacific. 


Lt 


is 





Committee Assignments 
by Commissioner Blackall 


Resignation of Director Palmer 
Illinois and Casualty Commissioner 
Waters of Texas as a result of the elec- 
tions made it necessary for Com- 

Blackall of Connecticut, 
National Association of In- 
surance Commissioners, to make some 
anges in committee assignments. The 
only one affecting life insurance is the 
appointment of the new Illinois direc- 
tor, C. Hayden Davis, as a member of 
the committee on valuation of securities 
other than real estate, succeeding Mr 
Palmer. The vacancy on the committee 
on convention examinations caused by 
Mr. Palmer’s resignation will not be 
filled until after the commissioners’ mid 
vear meeting in New York next month. 
The meeting will be devoted almost en- 
tirely to association business, no pre- 
pared papers being scheduled. 


of 


has 
missioner 
president 
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Require New Iowa Tax Form 


DES MOINES—A new form for 
making premium tax returns in Iowa 
will go into effect at the close of this 
year’s business, with the elimination of 
sending duplicate figures to the state 
tax commission and the insurance de- 
partment. 

The new form will be sent directly 
to the insurance tax department of the 
Iowa state tax commission and must 
include all Iowa business, showing de- 
ductions for reinsurance premiums, etc. 

In addition the companies must in- 
clude their Iowa business in the annual 
statement submitted to the insurance 
department. Previously duplicate sheets 
were used, with one copy going to the 
commission and the second to the in- 
surance department. 

The new forms will speed up the 
work of computing the tax by the tax 
commission and will eliminate some 
duplication which resulted in sending 
the same figures to both departments. 


sales 
copies 
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Post Election 
Slump Is Felt 


Life and accident and health sales- 
men report that they are still encoun- 
tering sales resistance which is an 
aftermath of the election. The com- 
plaint seems to be rather general. A 
great many persons worked themselves 
into a high pitch of excitement before 
the election and the hopes of a Repub- 
lican victory were high. A good many 
seemingly are in a despondent mood 
and are quite inflation conscious. Agents 
say that a good many prospects bring 
up the speech that Al Smith made just 
before the election in which he con- 
tended policyholders and savings bank 
depositors would be threatened by con- 
tinuation of the new deal fiscal policies. 

Most observers believe that the pro- 
duction slump will prove short lived; 
that the election situation will become 
dim in the consciousness of business 
men and that the anticipated Christmas 
boom will generate a more receptive 
attitude on the part of prospects. 

Agents say that the somewhat para- 
lyzing effect of the draft situation on 
life insurance production among young 
men within the age limits has pretty 
well vanished. Those liable to 


the 


draft now know about where they stand 
and what the likelihood is of their being 
called. Those that are not toward the 
top of the list are more disposed to plot 
their course along normal lines. 





Convention Dates Announced 


HARTFORD—Three life companies 
here already have arranged their 1941 
conventions. Aetna Life will hold 
three regional meetings: Virginia 
Beach, Va., June 26-28; Mackinac, 
Mich., June 21-24; Sun Valley, Ida., 
July 14-17. Connecticut Mutual men 
will gather in Quebec, June 24-26, Phoe- 
nix Mutual, Hot Springs, Va., the date 
being tentative, but probably in Sep- 
tember. 


Kansas City Festivities 

Superintendent Lucas of Missouri, 
Colonel C. B. Robbins, general counsel 
American Life Convention and Walter 
W. Head, president General American 
Life, were guests in Kansas City, visit- 
ing local companies and attending the 
American Royal Horse Show. They 
were entertained at a dinner given by 
Dan Boone, president Midland Life, and 
later were guests of W. T. Grant, 
president Business Men’s Assurance, and 
Mrs. Grant at a box party at the horse 
show. 








ON 
NOVEMBER 
FIRST. 


76% of all State Mutual 
General Agents were ahead 
of their paid business for 


last year. 
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Hubbell ——s 
Fear of U. S. Control 
and of Inflation 


Equitable of Iowa has sent to its 
agents a thoughtful message from Presi- 
dent F. W. Hubbell. It is intended to 
provide agents with considerations to 
bring to the attention of policyholders 
or prospects who fear that the federal 
government may attempt to supervise or 
even take over the assets of the life com- 
panies and those who fear inflation will 
eventually occur to such an extent that 
the ultimate proceeds of policies will be 
valueless. 

Mr. Hubbell states that a number of 
policyholders became disturbed by state- 
ments made during the election cam- 
paign as to the safety of life insurance. 


Quotes Senator O’Mahoney 


The fear of government control and 
ultimate absorption of the assets of the 
companies, he said, has arisen from state- 


ments made regarding the investigation: 


of life insurance by the TNEC. Mr. 
Hubbell quotes extensively from state- 
ments that have been made by Senator 
O’Mahoney of Wyoming, chairman of 
the TNEC, of a reassuring nature and 
Mr. Hubbell states that he has every 
confidence in O’Mahoney’s sincerity. “I 
feel furthermore certain,’ he declared, 

“that as long as the system of free en- 
terprise exists in this nation, the 64,000,- 
000 policyholders are strong enough po- 
litically to cause the Congress .. . to re- 
sist any course of action that would jeop- 
ardize the interests of these individuals 
in their life insurance.” 

Even should federal supervision be 
imposed upon the present system, he 
said, it would not impair the financial 
stability of the companies, although it 
would prove burdensome and impose ad- 
ditional expense on them. He observed 
that no one can say that national banks 
are unsound because they are under fed- 
eral supervision. The record of life in- 
surance is so outstanding that any su- 
pervision other than that of the states is 
unnecessary and would add nothing to 
its soundness. 


Inflation Is Relative Term 


On the subject of inflation, Mr. Hub- 
bell said that inflation describes a condi- 
tion which exists when prices advance 
so that the dollar buys less in commodi- 
ties than it has purchased previously. It 
is a relative term. There have been 
many periods of inflation with subse- 
quent inflation, when prices of goods 
dropped. For instance, wholesale prices 
between the period 1915 to 1920 more 
than doubled and then dropped within 
a period of two years to a point about 
one-third higher than they were in 1915. 
There was a sharp drop from 1929 until 
the end of 1932. At that time they were 
almost 15 percent lower than in 1915. In 


the early part of 1937 wholesale com- 
modity prices were about 15 percent 
higher than in 1915. During the past 


three years they have receded and are 
about 7 percent bee than in 1915. 
During the past 25 years there has been 
successively a rather acute inflation dur- 
ing the first five years, sharp deflation 
during the next two, then a period of 
seven years of relatively minor changes 
until 1929, then another sharp decline 
during the following three years until 
prices were actually lower than in 1915. 
At this point they climbed back for five 
years, following which they have receded 
slightly. 

During this entire period, Mr. Hub- 
bell points out, life insurance has made 
tremendous strides and regardless of 
whether proceeds were paid out in a 
period of inflation or deflation, the pur- 
pose for which the insurance was issued 
Was carried out. Regardless of when 
policy proceeds have been paid, the bene- 
ficiaries have been able to purchase com- 
modities of every character at the going 
market price of that particular time. 

. The life insurance dollar, he said, is no 
different from the dollar received as a 
reward for labor and service or the dol- 


lar which is paid from the earnings of an 
investment. The net earnings on an in- 
vestment in real estate or in the stock 
of a corporation do not necessarily in- 
crease when prices rise because costs of 
operation and taxes generally increase 
more rapidly than prices. During the 
vears ahead the burden of taxation will 
undoubtedly be so great that only in- 
creased efforts can prevent a lower 
standard of living. Investment in a life 
policy has one tremendous advantage in 
that it is secured by a great number of 
individual securities with the greatest 
possible diversification. 

Possibly, he suggested, some policy- 
holders may fear a runaway or unlimited 
inflation to such an extent that dollars 
might become valueless. Such a situa- 
tion can only occur when the productive 
capacity of a country is unable to keep 
up with the consumption of goods and 
commodities or when the government re- 
pudiates its obligations. As to the first 
possibility, he said, the United States is 
so rich in resources and the ability of its 
citizens that there may be no fear on 
that score. As to the second possibility, 
it can never occur as long as private 
ownership and private capital and_ the 
system of free enterprise exists. It is 
impossible to hedge against such a re- 
mote possibility as the destruction of the 
private ownership of homes, farms, busi- 
nesses and industries. The citizens as 
holders of life policies, as savings bank 
depositors and as owners of property are 
in sufficient numbers and have sufficient 
interests at stake to ward off a crisis of 
this magnitude. 

During all this period, he observed, 
life insurance has grown. The compa- 
nies have carried out their contracts, 
paid their claims and relieved the dis- 
tress of thousands. They have added to 
surplus in spite of the great depression 
of the thirties. He recalls that on Jan. 
1, 1915, the assets of all companies 
—— to $4,940,383,344 whereas on 
Jan. 1, 1940, the assets were $29,243,411,- 
498. Capital- surplus at the former period 
amounted to $665,998,682 and on Jan. 1, 
1940, $1,695,128,730. The corresponding 
figures of Equitable of Iowa are $15,- 
840,196 and $193,491,374 and $1,703,757 
and $8,777,602. 


Asks Additional Clinic Funds 


CUMBERLAND, MD. — Commis- 
sioner Gontrum has requested additional 
funds to hold insurance clinics in other 
sections of the state, similar to those 
being conducted here. Under the pres- 
ent plan a representative visits Cumber- 
land every two weeks to confer with 
persons having insurance problems to 
submit to the departmet. It enables 
immediate settlement of the questions 
without making trips to the commis- 
sioner’s office. It is also more satis- 


factory than correspondence. Should 
this expansion plan be authorized, it is 
thought that Commissioner Gontrum 
will open clinics at Hagerstown and 
Frederick, in western Maryland, and 
Salisbury and one other town on the 
eastern shore. 


State Farm Des Moines Rally 

DES MOINES—More than 150 dis- 
trict agents from four midwestern 
states met in Des Moines with state di- 
rectors of the State Farm companies of 


Bloomington,  IIl. G. | Mecherle, 
founder and chairman of the board, at- 
tended the meeting. State directors 
present were F. J. Brown, St. Paul; 
W. D. Stegner, Madison, Wis.; John 
Gronner, Topeka, Kan., and Louis 
Kelehan, Des Moines. 
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ASSISTANT MANAGER 


for Chicago office of large Eastern (ordi- 
nary) Life Insurance Company and estab- 
lished in Chicago for many years; appli- 
cant should be under 35, preferably under 
30, with at least 2 or 3 years in the busi- 
ness with a good production record. Sal- 
ary, bonus, and commission. Address 
M-44, The National Underwriter, 175 W. 
Jackson Blvd., Chicago, IIL. 











How Postal Telegraph’s 
free communication cost 
check-up saves big money 


You’re rewarded with an actual cash saving on tele- 
grams when Postal Telegraph surveys your telegraph 
costs. This free file analysis saved $293 last year for one 
firm (name on request). 

Regardless of the size of your business—regardless of 
what telegraph company you are now using—Postal 
Telegraph will send one of its experts to your office. At 
absolutely no cost to you, he’ll study your communication 
charges— point out huge wastes—and show you how to 
stop them by using Postal Telegraph’s special rates and 
services. 

The sooner this survey is made, the sooner your 
savings start. So sign the Collect Telegram below—and 
phone your nearest Postal Telegraph office to pick it 
up—foday! 
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appraising the hazards faced by trainees. 
W. H. Dallas, Aetna Life, talked in- 

formally on differences in company at- 

titudes toward a given risk. He dis- 

cussed some of the reasons for these 

varying attitudes. 

Cruess on War Clauses 


In his presidential address Mr. Cruess 
urged a wider use of war clauses, since 
without them the underwriters cannot 
guard the general body of policyholders 
from the extra mortality due to war 
causes, no matter how carefully selec- 
tion is made. Mr. Cruess also gave the 
following 11 points as an answer to the 
question, “What should the underwriter 
do in order to harmonize his company’s 
selection policy with the company’s op- 
erations as a whole?” 

“He must organize his time and the 
department so that he can give it the 
proper attention. He should acquaint 
his subordinates and associates with the 
problem and encourage suggestions and 
assistance. 

“He can keep the management in- 
formed of any significant experience re- 
cently published having a bearing on se- 
lection matters. These studies should 
be briefly digested so that the manage- 
ment can secure the benefit of the new 
experience in the briefest possible 
time. 


Should Discuss Close Cases 


“He can discuss important 
volving close decisions or 
underwriting principles with 
agement or with the agency 
the company. 

“He can take the trouble to keep the 


cases in- 
important 
the man- 
officers of 


agency officers informed of the cases 
which his company accepted and on 
which they acted more favorably than 


other companies. The agency force will 
keep the agency officers informed as to 
those where his company acted 
more severely. 

“He can profit by past mistakes. A 
study should be made and the fullest 
possible publicity given to the manage- 


cases 


ment and to the agency officers of 
claims where the underwriting was at 
fault. I don’t know of any other method 


as effective as this in 
port for the 
decisions. 

“He should actively seek the critical 
advice and assistance of his company’s 
agency officers. Selection may become 
fixed and get in a rut without such as- 
sistance. 


maintaining sup- 
company’s underwriting 


Needs Time Control, Too 


“He should organize his time so that 
he will be available to consult with the 
agency officers on new appointments of 
agency managers or agents from the 
standpoint of the quality of business 
likely to be presented from the new 
source. 

“He should furnish assistance and ad- 
vice in his company’s activities looking 
— the improvement in the quality 

nd persistency of business. 

“He will keep himself informed as to 


current problems in the business even 
though these problems do not appear 
to be directly related to selection. As 
an example, I believe that the under- 


writer should make himself familiar with 
the studies now being made of the ques- 
tion of agents’ compensation. This is 
not primarily a selection problem, but it 
is a problem whose solution will have 
its effect on selection policy. 

“He should examine critically every 
procedure of the company affecting se- 
lection and should remove restrictions 
promptly when they become meaning- 
less or cease to have any current value. 

“He should continuously check the 
underwriting which is being done in 


order to make sure that it is consistent. 
Nothing is so disturbing to an agency 
force as an et policy which 





ee UNDERWRITER 


November 22, 1940 








lide Advertisers 
Meeting Reviewed 
by Keystone Group 


PHILADELPHIA—Members of the 
Keystone Group of the Life Insurance 
Advertisers Association, returning from 
the L.A.A. annual meeting in Washing- 
ton, decided to cut a melon of dividends 
on that investment of their time, so the 
November meeting was devoted to an 
old-fashioned roundtable reviewing of 
the program. 

To lengthen the aims of the Wash- 
ington speakers, Miss Margaret Stubble- 
bine, Presbyterian Ministers Fund, led 
the discussion by naming the highlights 
and starting up comparisons of view- 
points. 

The principal interest centered around 
the possibilities in the new enthusiasm 
for popularizing annual statements. One 
opinion generally agreed on was that the 
inclusion of lists of stocks and bonds is 
not advisable, that the proven demand 
for such lists is not wide enough to war- 
rant the expense in general distribution, 
although a limited printing can be use- 
ful. 

Another 
weekly newspaper 


special interest was in the 
column of the Insti- 
tute of Life Insurance, and how it can 
be put to work in the field. The an- 
swer came in an extended discussion on 
how to sell agents on the need for sell- 
ing the column to the public. Life in- 
surance itself is sold through needs, not 
by statistical argument, so when the 
agent realizes how much he needs the 
institute’s column service, he’ll see that 
the people read it. Reprints of the col- 
umn can be put to many good uses, as 
both handouts and mailouts. 


Heavy Group Life Loss in 
Sinking of Freighter 


The Equitable Society appears to have 
sustained a large group life loss with 
the sinking of the “William B. Davock,” 
freight steamer, in Lake Michigan dur- 
ing the Armistice Day windstorm that 
swept many states. The Davock was 
reported officially lost Nov. 12, while 
the wind still had a high velocity. It is 
now officially reported as sunk and many 
bodies were washed ashore. 

There were 21 members of the crew, 
all insured under the Interlake Steam- 
ship Company’s group contract with the 
Equitable. Settlement of claims is be- 
ing expedited through the district claim 
representative at Cleveland. Due to the 
fact that at least two other freighters 
were lost in Lake Michigan at about the 
same time, with a total loss of life set 
at about 75, there is some difficulty in 
verifying the death of the Davock crew 
members whose bodies were not found. 


Dern Speaks to Holmes Agency 


MILWAUKEE—A. L. Dern, vice- 
president and director of agencies Lin- 
coln National Life, spoke to a meeting 
of the H. M. Holmes general agency 
here. The Holmes agency was among 
the first 10 agencies in total paid pro- 
duction for October. While in Milwau- 
kee Mr. Dern attended, with Mr. 
Holmes, the annual fall session of Wis- 
consin consistory, Scottish Rite Masons. 


George Wade, Ohio 
ager at Harrisburg, Pa.., 
in his candidacy for state 
his district. 





National man- 
was successful 
senator from 


“To sell requires determination, con- 
centration, persistance: while to discuss 
far distant hostilities is apt to prove 
popular, easy and appealing. Regardless 
of our feelings in the matter, the job at 
hand comes first—and that is to sell life 
insurance.’—H. J. Stewart, vice-presi- 
dent and manager of agencies, West 
Coast Life. 





varies between periods of liberality fol- 
lowed by attempts to tighten up in se- 
lection.” 
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Millionaire 
gUCCE$$FUL 


A special “Information Please” program featured the “Million 
Dollar Round Table” session at the National Association of Life 
Underwriters meeting in Philadelphia with 12 members answering 
pertinent questions on sales methods asked by Chairman Henry G. 
Mosler, Massachusetts Mutual Life, Los Angeles. A wealth of ideas 
covering various aspects of selling were brought out in the short 
direct-to-the-point answers by the country’s leading producers. 


The National Underwriter has reprinted the questions asked the 
“millionaires” with their complete answers in an attractively 
bound, 16-page booklet, made to fit a regulation No. 10 envelope, 
entitled “What Makes a Millionaire Successful?” 


No matter what other material you may be sending your agents 
don’t deny them the privilege of knowing what the top flight pro- 
ducers of the country are saying and the arguments that they are 
using to close their business. The sales methods used by these 
leading life underwriters must be good as proven by their records. 
Nowhere else will you find the complete answers to the argu- 
ments and methods used by the “millionaires” in a single publica- 
tion devoted to them exclusively. 


Every company, general agent and manager will certainly want 
to put one of these valuable booklets containing the sales ideas 
of the million dollar producers in the hands of every one of their 
agents. The questions, as well as the answers, are given in plain, 
everyday language and will be easily understood and appreciated 
by each person who receives a copy. 

Order a supply now. Prices shown on convenient order coupon 
below. 


ORDER COUPON 
The National Underwriter BOSS eiiioastsiscawieccainees 
175 W. Jackson Blvd., Chicago, III. 
Please send us .. .... copies of the booklet “WHAT MAKES A 


MILLIONAIRE SUCCESSFUL?” @ wreisleieiecs o's OM) (MRM: clcaSelsiasioey celta 
PRICES 

PY MNNGs dciowten eis see sion eters Sarees atti deel Single Copy 25c 
BY 2 to 24 Copies .20c ea. 
Coceseseseseveececs eee eee eee ee ee ey oe 25 Copies beatin Se ea. 
ADDRESS ...........ssceeceseeeeesceeceesees 50 Copies ......14e ea. 
100 Copies ......13¢ ea. 
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Program for Annual 
Meeting Announced 
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surance medical officer. His topic will 
be “Medical Preparedness.” 

Elected vice-president of the Asso- 
ciation of Life Insurance Medical Direc- 
tors in 1939, he was elevated this year 
to the presidency. He became associate 
medical director of the Aetna Life in 
1924 and since 1933 has been its medi- 
cal director. 

The service of the agency forces to 
the American public will be discussed by 
H. J. Cummings, vice- president and su- 
perintendent of agencies of Minnesota 
Mutual Life. An executive who has 
risen to his present position through 
agency channels, Mr. Cummings will 
speak from a wealth of experience in 
both home office and field. He has been 
the Minnesota Mutual’s superintendent 
of agencies since 1929, and since Sep- 
tember, 1930, has also been vice-presi- 
dent and a member of the board. He 
has often addressed meetings of the Na- 
tional Association of Life Underwriters 
and has been a member of the executive 
committee of the Association of Life 
Agency Officers. He is president of the 
National Federation of Sales Executives 
and has served as president of the St. 
Paul Sales Managers Association. He 
will speak on “Preparedness Agency- 
wise.” 

C. Adams and Commissioner Blackall 


Another address of outstanding inter- 
est will be made by President Claris 
Adams of the Ohio State Life. A well- 
known figure in life insurance circles 
and a gifted speaker, he will bring to the 
platform perspective gained not only as 
a company official but also as a lawyer 
and organization executive. For a num- 
ber of years in the early part of his ca- 
reer, Mr. Adams followed his chosen 
field of the law and served for a time 
as prosecuting attorney for Indianapolis. 
In 1926, he was appointed secretary and 
general counsel of the American Life 
Convention and occupied that position 
until 1929. He has been president of 
the Ohio State Life since 1936. 

The field of insurance supervision will 
be represented by John C. Blackall, 
president of the National Association of 
Insurance Commissioners and insurance 
commissioner of Connecticut. He will 
speak on “Contribution of Sound State 
Supervision to Life Insurance Prepared- 
ness.” Although he has been head of 
the insurance department of Connecticut 
since 1935, his activities in the sphere 
of supervision have been superimposed 
on a career which has embraced journal- 
ism, the law, and service in the legisla- 
ture of his state. Elected to the Con- 
necticut state senate in 1932 he was 
reelected in 1934 and, during his incumb- 
ency, headed important committees deal- 
ing with such matters as insurance and 
unemployment compensation. He _ has 
served as a member of the executive 
committee of the National Association 
of Insurance Commissioners, and in 
1939 became vice-president. He was 
elected to the presidency this vear. 

Greetings will be received from the 
American Life Convention, Canadian 
Life Insurance Officers Association, Na- 
tional Fraternal Congress, Institute of 
Life rer and National Associa- 
tion of Life Underwriters. 
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and regional associations, Earle H. 
Schaeffer, Fidelity Mutual, Harrisburg; 
women underwriters, Clara L. McBreen, 
a vere Society, Cincinnati. 

Chairmen of special Committees are: 
Agents’ " eeeesink Ray Hodges, 
Ohio - N ational, Cincinnati, chairman; J. 
Hawley Wilson, Massachusetts Mutual, 


Oklahoma City, vice-chairman; coop- 
eration with American College, 
Earle W. Brailey, New England Mutual, 
Cleveland; life insurance information, 
Herbert A. Hedges, Equitable of Iowa, 
Kansas City, chairman; Ralph G. En- 
gelsman, Penn Mutual, New York, vice- 
chairman; national council meetings, L. 
Mortimer Buckley, Provident Mutual, 
Chicago; on to Cincinnati, Judd C. Ben- 
son, Union Central, Cincinnati: research 
bureau advisory, Clarence W. Wyatt, 
John Hancock Mutual, Boston. 


CL. 


Metropolitan Holds C.L.U. School 


CHATTANOOGA, TENN.— Twen- 
ty-five representatives of the Metropoli- 
tan Life in this area have enrolled for 
the C. L. U. training school under the 
supervision of F. C. Wilkenloh, home 
office field training instructor. 

R. J. Seay, division supervisor, and 
J. F. Eubanks, Metropolitan’s field sup- 
ervisor, were here for the opening ses- 
sion. Arrangements were made by G. 
W. Johnson, Chattanooga manager, and 
P. C. Simpson, Chickamauga district 
manager, Chattanooga. 














Regional Conference at Albany 

A two day regional conference of the 
American College of Life Underwriters 
was held at Albany, N. Y., on training 
methods and future plans and policies of 
the college. 





Los Angeles Speakers Bureau 


The Los Angeles C. L. U. chapter has 
established a speakers bureau, with 17 
of the members volunteering to speak. 
They will discuss phases of the sales 
process, social security, business insur- 
ance, estate conservation, planning and 
work habits and give inspirational talks. 





Storm Disrupts Minn. Offices 


ST. PAUL—Insurance workers of 
Minnesota are back to normal after hav- 
ing their routine badly upset by the 
worst early winter storm ever experi- 
enced in this region. 

In the Twin Cities, hundreds of in- 
surance men and women were unable to 
reach their offices. Out of nearly 600 
home office employes of the St. Paul Fire 
& Marine, less than 100 were able to get 
to the office Nov. 12. At the home of- 
fice of the Minnesota Mutual Life, about 
40 out of 200 reported for work and it 
was decided to close the office at noon. 
Clerical help in local agencies was lack- 
ing for 24 hours in many cases. Sales- 
men and solicitors practically abandoned 
efforts to get around, so complete was 
the tieup in the cities. 

Glen Morton, partner in the American 
Insurance Agency, St. Paul, was among 
the duck hunters caught in the storm 
and though stranded in the country sev- 
eral days he was not injured. Several 
insurance organization meetings had to 
be postponed, including those of the St. 
Paul Association of Insurance Women 
and the Home Office Life Club of the 
Twin Cities. 








Automobile Chief Cause 


The Equitable Society in October 
paid in double indemnity accident claims 
on 35 policies totaling $96,104. Half of 
these claims were caused by automobile 
accidents, the amount being $48,271. 
During the first 10 months, 294 double 
indemnity accident claims were paid for 
a total of $892,824, and again the per- 
centage of automobile fatalities approx- 
imates 50 percent of the number and 
amount. 





On Draft Boards 


LOS ANGELES—Mark H. True- 
blood, Los Angeles, general agent 
Union Central Life, and F. R. Kerman, 
publicity director Pacific Mutual Life, 
are members of draft boards. 
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EDITORIAL COMMENT 





Need One Man in the Saddle 


INSURANCE COMMISSIONER ReaD of 
Oklahoma in his talk before the Okla- 
homa local agents urged the consolida- 
tion of the insurance board and the in- 
surance department in that state in order 


to simplify insurance operations and 
give One person supreme control. Mr. 


Read is commissioner and president of 
there being 
and the state fire 
marshal is a member ex-officio. Wher- 
there is this sort of an arrange- 
results are never satisfactory. 
There has been an effort made to com- 
the insurance department with 
bureaus in state government and 
has always been endless contro- 

In Illinois some years ago one of 


the state insurance board, 


two other members 


ever 
ment the 


bine 
other 
there 


versy. 


the governors in a step towards sup- 
posed economy subordinated the insur- 
ance department to the bureau of trade 
commerce. Then no one knew 
whether the insurance superintendent 
really had the final answer in his depart- 
whether the director of trade 
and commerce assumed authority. In- 
surance is a tremendous business. Its 
ramifications are many. Its relation- 
ship to the public is very intimate and 
personal. There should be one official 
in full command who can decide ques- 
tions and assume authority without hav- 
ing to share it with someone else. We 
agree with Commissioner Read that 
there should be a consolidation of the 
work in Oklahoma. 


and 


ment or 


Opportune Time to Take Action 


general tendency to 
tighten up on agency appointments it 
is still easy to into the insurance 
business. From a practical standpoint 

is difficult to rid the field of incom- 
petents and part-timers. It is a temp- 
tation to retain these inadequate pro- 
ducers, although agency executives and 
field men may waste more time on them 
than they are worth. 

At the annual meeting of the Ontario 
& Casualty Agents Association, 
Ian Dowling, chairman of the agents’ 
qualification committee, urged the im- 
mediate consideration of a plan to rid 
the business of incompetent agents. 
Those who have entered insurance as a 
stop-gap because their former lines of 
business were depressed are now find- 
other lines stimu- 


DeEsPITE the 


go 


Fire 


ing 


ng employment in 


lated by war activity. Thus, according 
to Mr. Dowling, it is an opportune time 
to weed out undesirables in the insur- 
ance business in Canada. 

With the huge expenditures for pre- 
paredness in the United States and the 
increase in our military forces, much of 
the unemployment slack should be 
taken up during the next two or three 
years. Insurance hangers-on will tend 
to go to other lines and the part-timer 
problem will be eased. Consequently it 
will be an opportune time to clean up 
for the future. Business should be good 
so the loss in premium volume from the 
marginal producers will not be vital. 
Crusaders who seek to eliminate the in- 
competents can now pull up their belts 
another notch and renew their efforts 
with vigor. 


Lessons Learned from Advertisements 


Very often we learn much of value from 
the advertising pages, whether we are 
directly interested in the product or 
service being publicized or not. There 
is something very attractive in modern 
marketing methods and especially in the 
advertising force in merchandising. 


For instance, the Diamond Life 
Bulletins’ Agents Service had a full- 
page advertisement in THE NATIONAL 


UNDERWRITER recently in which attention 
called to a rather notable achieve- 
It brought out the fact that the 
Life of Dallas adopted a 
cooperative company plan with the 
agents to purchase this service. The 
Diamond Life Bulletins the com- 
pany have been studying the records for 
the first six months of this year on 67 
men who enrolled in the Diamond Life 


was 
ment. 
Southwestern 


and 


Bulletin course last January. It is seen 
that 52 increased their production, one 
held even and 14 men showed a de- 
crease, but the increase of the group as 
a whole is 45 percent in new business. 
These men had been with the company 
on an average of 6.4 years. But 29 were 
one, two and three-year men. The old- 
est was 22 years in its service and the 
youngest one year. 

The director of sales in studying 
these records gave it as his opinion that 
the reason that so many of these men 
showed an increase in production was 
due to the fact that they were following 
through on a planned program of work. 
The program was laid out by the Dia- 
mond Life Bulletins. Previous to this 
year the men were not following a 
planned continuous study program and 


as soon as they took it up this year 
their production increased 45 percent. 
That is a remarkable record and it 


Want Value Received 


Davip SARNOFF of New York City, 
president Radio Corporation of Amer- 
in his talk before the American Life 
Convention, declared that corporations 
and people against 
what they are paying in taxes but they 
do want to know whether they are get- 


ica, 


are not protesting 


shows certainly the value of charting a 
course, pursuing it systematically and 
adopting a constructive plan. 


ting what they pay for. The tax situa- 
tion has become a real problem and if 
there is wastage or extravagance the 
people desire to learn about it. The 
taxpayers are entitled to this informa- 
tion from the governmental! units in- 
volved. 








PERSONAL SIDE OF THE BUSINESS 





Miss Sara V. Herman, who has been 
in the Julius Meyer agency of the New 
England Mutual Life at Chicago for 25 
years, celebrated her quarter century an- 
niversary last Friday. Manager Meyer 
gave her a service emblem from the 
head office accompanied by a personal 
letter from President George Willard 
Smith. 

Col. A. P. Osborn, Kansas City gen- 
eral agent of the Lincoln National Life, 
is excellently fortified for any discus- 
sions involving fish stories, as a result 


of a recent experience at his favorite 
fishing grounds in Minnesota. He 
caught two bass on one cast. One 
weighed 142 pounds and the other 


weighed two pounds. His record of two 
on one cast is officially attested, sworn 
to and notarized by a notary public. 
Apparently Colonel Osborn knows how 
to prospect and how to close. 

Blair Fuller of the Russell L. Hoghe 
agency of the Equitable of Iowa in Los 


Angeles, has been elected president of 
the ee Angeles Alumni Association of 
the U. S. Naval Academy. 


ey M. Voss, with the J. O. Bo- 
gardus agency of Union Mutual Life in 
3oston, has been elected president of the 
Staunton Military Academy Alumni As- 
sociation. 

J. T. Allen, Denver, 
Colorado, Montana and Wyoming for 
Kansas City Life, paid the two top 
prices at the harness horse sale at the 
fair grounds at Indianapolis. He se- 
cured Dynamite Hal, a_ sensationally- 
gaited colt, a yearling, which will be 
eligible for racing next fall 

Wilson Slick, manager Reliance Life, 
Johnstown, Pa., has been elected presi- 
dent of the Sunnehanna Country Club 
for the seventh consecutive term. 

Two Los Angeles life men are com- 
peting not only in business but in foot- 
ball as well. F. R. Kerman, director of 
publicity Pacific Mutual Life, and H. J. 
Garretson, general agent Fidelity Mu- 


general agent 


BOUQUETS 


. to Commissioner Caminetti of Cali- 
fornia for the intelligent method of 
handling legislative proposals at special 
pre-session conferences. Much has been 
accomplished in ironing out misunder- 
standings, weak points and objection- 
able provisions. 





tual Life in Los Angeles, were mem- 
bers of the football teams of their col- 
leges and played against each other in 
1916. John R. Kerman, son of Mr, 
Kerman, last year was a member of the 
Stanford University team. Frank E, 
Garretson, son of Mr. Garretson, was a 
member of Washington University 
team. They played against each other 
in the annual contest. John Kerman 
continues as a member of the 1940 
Stanford team, and Frank E. Albert, 
the quarterback, is a son of Nevin W. 
Albert of the Pacific Mutual’s agency 
accounting department. 


C. C. Fleming, editor of publications 
of Life of Virginia, and Mrs. Fitzhugh 
Carter Lafferty of Richmond were mar- 
ried Nov. 16. 


Wilson M. Brooks of Richmond, 
newly appointed Virginia manager of 
the American National of Galveston, 
and Miss Mary C. Molloy of Swamp- 
scott, Mass., were married at Barium 
Springs, N. C, They have just returned 
from their honeymoon. 

N. M. Hall, Northern Life of Canada, 
Flint, Mich., won leading place in the 
“Dress Up Contest” which was spon- 
sored to mark the company’s 43rd anni- 
versary. 

J. G. Sharpe, Nashville agent National 
Life & Accident and a first lieutenant of 
the chaplains reserve corps, has been 
called for active service at Fort Bragg, 
N. C. Lieut. Sharpe saw service in the 
regular army during the world war. 

Bart Leiper, advertising manager 
Provident Life & Accident, has been 
named publicity chairman of the Chat- 
tanooga Safety Council. 

William Bacon, editor of the “Volun- 
teer” and agency secretary of the Volun- 
teer State Life of Chattanooga, is ill 
with influenza at his home on Lookcut 
Mountain. 

R. Foster Piper of Hamburg, N. Y., 
New York assemblyman for many years 
and chairman of the joint legislative 
committee on insurance, has been elected 
justice of the New York supreme court, 
which corresponds to the district or cir- 
cuit courts in other states, in the 8th 
judicial district. 

President John A. Stevenson of the 
Penn Mutual Life has been elected vice- 
president of the Navy League of the 
United States. He is a member of the 
executive committee of the Naval Train- 
ing Association of the United States. 

O. F. Wright, Northwestern Mutual, 
past president Hutchinson (Kan.) Life 
Underwriters Association, who has been 








THE 


EDITORIAL DEPT.: 
Editor. News Editors: F. 





CINCINNATI OFFICE—420 E. Fourth §&t. 
Tel. Parkway 2140. L. H. Martin, Abner 
Thorp, Jr., and C. C. Crocker, Vice-Presidents. 


NEW YORK OFFICE—123 William St., Tel. 
Beekman 3-3958. Editorial Dept.—G. A. Wat- 
son and R. B. Mitchell, Associate Editors. 
Business Dept.—N. V. Paul, Vice-Pres.; J. T. 
Curtin and W. J. Smyth, Resident Managers. 


Subscription Price $4.00 a year (Canada $5.00). 


year (Canada $7.50). Emtered as Second-class Matter April 25, 1931, at Post Office at Chicago, IIL, 


C. M. Cartwright, 
A. Post, C. D. Spencer. 


NATIONAL 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, 


Managing Editor. Levering Cartwright. 


Associate Editors: 


ATLANTA, GA., OFFICE—i60 Trust Company 
of Georgia Bldg.. Tel. Walnut 5867. W. M. 
Christensen, Resident Manager. 
BOSTON OFFICE—Room 5622, 25 
Ave., Telephone KENmore 5237. 
main, Vice-President. 
CANADIAN BRANCH — Toronto, Ont., 
Woburn Ave., Tel. Mayfair 4761. W. H. C 
non, Manager. 


Huntington 
R. E. Rich- 


370 
an- 


New York. 


Assistant Managing 
D. R. Schilling, J. C. O’Connor. 


Single Copies, 20 cents. 


UNDERWRITER 


175 W. Jackson Blvd., CHICAGO. 
John F. 


PUBLICATION OFFICE, 
BUSINESS DEPT.: 
President and Secretary. 
agers: W. 


DALLAS OFFICE — 811 Wilson Bldg., Tel. 
2-4955. Fred B. Humphrey, Resident Manager. 


DES MOINES OFFICE—2825 Grand Ave., Tel. 
4-2498. R. J. Chapman, Resident Manager. 


DETROIT OFFICE — 1015 
Bldg., Tel. Randolph 3994. 
Resident Manager 


Transportation 
A. J. Edwards, 


A. Seanlon, G. 


PUBLISHED 
EVERY THURSDAY 
Telephone Wabash 2704 & 
Vice- 
Man- 


President. H. J. Burridge, 
Treasurer. Assoviate 
Schwartz. 


Wohlgemuth, 
John Z. Herschede, 
C. Roeding, O. E. 


MINNEAPOLIS OFFICE—500 Northwestern 
Bank Bldg. Tel. Geneva 1200. R. W. Land- 
strom, Resident Manag>2r. 

PHILADELPHIA OFFICE—1127-123 S. Broad 
Street. Telephone Pennypacker 3706. E. H. 
Fredrikson, Resident Manager, 

SAN FRANCISCO OFFICE—507-8-9 Flatiron 
Bidg., Tel. EXbrook 3054. F. W. Bland, Res. 
Mer.; Miss A. V. Bowyer, Pacific Coast Editor. 





In Combination with Life Insurance Edition, $5.50 a 
Under Act, March ?, 1879. 














November 22, 1940 


LIFE IN SURANCE EDITION 














seriously ill for a number of weeks, was 
showered with a large envelop of 
“Greetings frem his Competitors” on 
his birthday. Mr. Wright is confined to 
his home and still unable to receive vis- 
itors. 


Lt. Col. D. J. Wilson, Equitable So- 
ciety, Hutchinson, Kan., is preparing to 
accompany the 35th division, Kansas 
national guard, to Camp Joseph A. 
— near Little Rock, Ark., for a 
year’ s training. 

Dr. Marion A. Bills, assistant secre- 
tary of the Aetna Life, who was 
awarded the Leffingwell medal last year 
for her accomplishments in the field of 
scientific management, being the first 
woman to receive this distinction, ad- 
dressed the New England chapter of the 
National Office Management Associa- 
tion in Boston on personnel manage- 
ment and clerical training. 

H. L. Thomas, president Pyramid 
Life, Little Rock, has been named by 
Governor-elect Adkins as a member of 
the Arkansas advisory commission, 
which will supervise refunding of the 
state’s $137,000,000 highway debt. 

E. Craigle, superintendent Indi- 
anapolis No. 1 district of the Pruden- 


tial, was honored at a dinner marking 
his 25th service anniversary. In 1922 


he was named superintendent at Colum- 
bus, Ind., later serving in Louisville 
before returning to Indiana in 1934 to 
assume his present position. 


DEATHS 


Frank B. Markle, 72, vice-president 
and a director of American National of 
Galveston, died unexpectedly at his 
home in Galveston. He had been at the 
office and apparently in good health the 
day before. He was born in St. Joseph, 
Mo., in 1868. He was connected with 
the Simmons Hardware Company 25 
years, first at St. Louis and then at 


Palestine, Tex. He later joined Texas 








Carnegie Steel Association at Galveston, 
later becoming a vice-president. In 1927 
he went with American National as ex- 
ecutive vice-president. Mr. Markle had a 
wide variety of interests and was a 
prominent citizen of his community. He 
was president of the Galveston Council 
Boy Scouts of America. He was secre- 
tary-treasurer of the American Printing 
Company and a director of Security Na- 
tional Fire and News Publishing Com- 
pany. 

E. P. Walker, 73, president of the Na- 
tional Public in Seattle, died from 
a heart attack. Born in Omaha, he had 
resided in Seattle since 1920. Prior to 
1933 he was with the Northern Life, 
and in that year he became a member 
of the board ok Public Service Life & 
Accident. He resigned that post last year 
to form the company which he headed. 

E. B. Gerlach, 73, former Columbus, 
O., manager of the Equitable Society, 
died there following an operation for ap- 
pendicitis. Mr. Gerlach retired as man- 
ager 17 years ago, but remained with the 
Equitable, looking after his personal 
clients. He has been with the company 
39 vears. He was a commander of the 
Equitable Veterans Legion. 


Two Early Birds 


Phil Sitrick, Davenport agent Lincoln 
National Life and R. L. Hesse, Madison, 


Wis., general agent, have been named 
president and vice-president, respect- 
ively, of the “Minute-Men Club” for 
1941. Mr. Sitrick was the first repre- 


sentative to qualify and Mr. Hesse was 
second. Membership in the “Minute- 
Men Club” is won by writing a speci- 
fied large volume of business in the four 
months Aug. 15-Dec. 15 each year. 


Clinton P. Anderson, local agent of 
Albuquerque, N. M., who is also general 
agent of the Occidental Life, was 
elected to Congress with the highest 
majority of any candidate in the state. 


NEWS OF THE COMPANIES — 





Reliance Celebrates 
at Luncheon for 500 


PITTSBURGH—tThe Reliance Life 
observed its attainment of $500,000,000 
insurance in force at a luncheon at- 
tended by 500 officers, directors and em- 
ployes. 

Speakers included Arthur E. Braun, 
president; David A. Reed, former United 
States Senator, son of the late Judge 
James Hay Read, first president and a 
founder of Reliance Life; F. L. Duggan, 
president Pittsburgh chamber of com- 
merce; J. E. Davis, president Pittsburg h 
Life Underwriters Association; Jay N. 
Jamison, executive vice-president, and 
J. Snodgrass, treasurer; Reliance 
Life. 

Reliance directors who attended in- 
cluded G. H. Clapp, Gaces Aluminum 
Company of America; E. B. Coll, vice- 
president Farmers Deposit National 
Bank; G. L. Craig, president Chartiers 
Oil Company; J. G. — of the law 
firm of Reed, Smith, Shaw & McClay; 
C. W. Friend, president Brownsville 
Coal & Coke Company; W. L. Munro, 
president American Window Glass Com- 


pany, and Raymond Willey, president 
Harbison-Walker Refractories Com- 
pany. 


Mutualization of Prudential 
Completed After 25 Years 


NEWARK—tThe mutualization of the 
Prudential, which has been in progress 


for 25 years, will soon become a reality 
as Governor Moore of New Jersey 
is expected to sign a measure provid- 


ing for a new appraisal of the less than 
600 shares of outstanding stock. The 
company has been buying up stock for 
policyholders since the New Jersey 


chancery court order granted permission 


some 25 years ago. 


The outstanding stock is held bv 
about 20 individuals or estates. Many 
have refused to sell outright, while 
others have waited for a new appraisal. 
One of the estates holding out against 
the sale is the Blanchard estate, which 
holds 400 shares. A number of years 
ago it was offered $4.25 a share but it 


ground that it was 
One of the Blanch- 
of the company. 


was refused on the 
not a sufficient offer. 
ards was an organizer 


The measure, introduced by Assem- 
blyman Edgar Williamson, Jr., who is 
assistant real estate manz of the 





Firemen’s of Newark, provides for ‘ 
conversion of the company from a stock 
company to a mutual company under the 
supervision of the New Jersey court of 
chancery, which shall m lanage the con- 
version and the new ap} raisal 
When the conversion has 
pleted and the company Po acquired all 


been com- 


the outstanding stock, it will then be 
owned by its policyholders and they will 
receive all of the benefits and the profits. 


Henry M. Faser Made 
Lamar Life Agency Head 


Henry M. Faser has been appointed 
superintendent of agencies of the Lamar 


Life. He is familiarly known as “Doc- 
tor” Faser, because of his 20 years as 
dean of the school of pharmacy at the 


He began his 
ming a so- 
supple- 


University of Mississippi. 
life insurance career by beco 
liciting agent. His duties will 





ment those of eegreesies t W. D. 
Owens. Mr. Faser is a nati of Macon 
Miss. He obtained his i degree 
from the St. Louis College Phar- 
macy and B.S. from the University of 
Mississippi. He started as druggist 
and was in business for himself at Ox- 
ford, Miss. During the last three years 
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is dean he was a part time agent. 
(welve years ago he joined the Penn 
Mutual Life at Jackson and during that 
time he was associate general agent anii 
manager of agents. H. M. Faser, Jr., is 
general agent of the Penn Mutual at 
Boston, he having been trained in his 
father’s agency. 


New President Is Named by 
Victory Mutual, Chicago 


Dr. C. B. Powell of New York City, 
one of the vice-presidents of the Victory 
Mutual Life of Chicago, well known 
mpany, has been elected 
nt to succeed the late Rev. Dr. 









L. K. Will Dr. Powell has been 
i dit and is one of the big figures 
th y. 

1) . on f |b + - 
l ams, pastor of Olivet Bap- 
tist Church in Chicago, was killed in 
plar ish at Olivet, Mich. He 

Ss one <¢ e most prominent Neg 





ro 

















gvman in the west. It was signifi 

nt that he was pastor of the Olivet 

1r¢ crash occurred at Olivet, 
ic 

R \ ntine, treasurer, has been 

ecte se al and treasurer. Sec- 

Mitchem died some weeks 

Powell will devote most of his 

he presidency of the Victory 

ving to Chicago and giving 

is medical practice in New York 

here he is an x-ray specialist. 

1i€ as CO-] ublisher of 

\ Ss however, Dr. Pow- 

was national publicity chairman of 

€ ored division of the Democratic 
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LIFE AGENCY CHANGES 





Josephson Now 
Sole General Agent 


State Mutual Life has appointed Hal- 
sey D. Josephson as general agent in 
New York City. He will be sole gen- 
eral agent of the former Mitchell May, 
Jr., agency in which he has been a part- 
ner since it was established in Decem- 
ber, 1939. 

Mr. May, who heads one of the larg- 
est general insurance offices in New 
York, has been compelled to give all his 
time to his established business. 

Mr. Josephson, who created the life 
department of Mr. May’s agency in 1937, 
and who became general agent with him 
last December, has been in the insur- 


ance business for a number of years. 
His experience began with the North- 
western Mutual agency of Rudolph 


Recht. Later he was made educational 
director of the agency, the position he 
held at the time of his original connec- 
tion with Mr. May. 

Mr. Josephson earned his C. L. U. 
designation in 1935. He is a graduate 
of the College of the City of New York, 
class of 1926. As an undergraduate, his 
pitching on the baseball team brought 
him to the attention of major league 
scouts, and he was offered contracts by 
the New York Giants and the Phila- 
delphia Athletics. He went into the real 
estate business in New York for a short 
time when a knee injury forced him to 
give up the idea of professional baseball, 
then began his life insurance experience. 


Yates Made Lubbock Manager 

J. A. Yates has been appointed man- 
ager of the Lubbock territory with 
headquarters in Lubbock, Tey., by 
Prudential. For the past nine 
vears he has been manager of Great 
Southern Life at San Angelo. 


Southland Life in Austin 
J. S. Baldwin, agency manager of the 


Southland Life at Austin, Tex., has re- 
signed, his successor being R. C. Brum- 


Te xasgs 





lev of Pampa, Tex., who is widely 
known in h field. Mr. Baldwin has 
announced h 


his plans. 


Thorstenberg Field Supervisor 

L. V. Thorstenberg of Wichita has 
been appointed field supervisor for south 
entral Kansas by the National Reserve 
Life of Topeka, with headquarters in 


He has had 20 
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experience, 15 in Wichita, representing 
the Equitable Society, Security Mutual 
and Reliance Life. 


I. S. Higgins Supervisor at Yonkers 

Irving S. Higgins has been appointed 
agency supervisor of the Malcolm Mac- 
Callum agency at Bridgeport, Conn., of 
Connecticut Mutual Life. His head- 
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devote most of his time to the develop- 
ment of brokerage business and full time 
organization. Mr. Higgins has had sev- 
eral years experience in the business. 


Opens Florida Territory 


Plans for immediate expansion of the 
Illinois Bankers Life business in Florida 
territory are announced. Eugene Jor- 
dan has been appointed general agent at 
Miami. 

Up to the time of Mr. Jordan’s tem- 
porary retirement from the insurance 
field late in 1938, he was one of the 





quarters are at Yonkers, N. Y. He will 
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greatest producers of the Sun Life of 
Canada. After reopening its Pittsburgh 
office following the world war he was 
transferred in 1925 to Philadelphia, 
where as branch manager he produced 
a total of more than $73,000,000 in busi- 
ness by the end of 1938. 


Mr. Jordan, who has been living in 
Philadelphia, will open offices in the 
Du Pont building in Miami. 





Richards Made Toledo Manager 

The Ohio State Life has appointed 
Fred C. Richards manager in Toledo, 
O., with offices at 1404 Second National 
Bank building. He will be associated 
with J. E. Pullen, who is in charge of 
northwestern Ohio for the Ohio State. 
Mr. Richards went to Toledo two years 
ago from Akron and has made an out- 
standing record there with the State 
Mutual. 





McKenna Montana State Agent 


Harold G. McKenna, state supervisor 
for the Great Western of Des Moines 
before its merger with the Washington 


National and later Montana _ general 
agent of the Washington National, has 
resigned to become Montana state agent 
of the National Travelers Casualty of 
Des Moines. He also will act as Mon- 
tana state agent of the Central Life of 
Des Moines. 


SALES MEETS 


Richmond Field Club of 
Mutual Life Has Meeting 
At the annual convention of the Rich- 


mond (Va.) Agency Field Club of the 
Mutual Life of New York, Manager E. 











D. Wilson conducted an “Information 
Please” session designed to test the 
agents’ knowledge of life insurance and 


sales strategy. The questions led up to 
the Mutual Life sales training course 
and also to a visual presentation of the 
coordination of life insurance with so- 
cial security and estate coordination. 
They also tested knowledge of provi- 
sions of the soldiers and sailors relief 
act relating to life insurance. 

Prizes were awarded to G. C. Out- 
land, district manager at Norfolk for 
the largest volume of paid business for 
the year ending June 1 and to J. P. 
Wells, district manager Danville, for 
paying for the largest number of lives. 
The agency organizer’s prize was 
awarded Guy C. Sheppard, Richmond. 
Mr. Wells was congratulated on his 
election president of the Bi-State 
Baseball League. 


as 


Northwestern Mutual Meeting 
MILWAUKEE — Offcers and mem- 


bers of the executive committee of the 
General Agents Association of the 
Northwestern Mutual Lite met here to 
hear reports of committees, formulate 
1941 objectives and discuss plans for 
the general spring meeting. The latter 
will be a joint meeting of the three 
zones at Excelsior Springs, Mo., April 
1-4, While a tentative program w as out- 
lined, the final plans will be made at a 
meeting of the program committee and 
Officers in January. 


Earl Frei Has Sales Meeting 

Earl Frei, Mutual Life 
of New York in Fond du Lac, Dodge, 
Green Lake, Calumet and Winnebago 
counties, with headquarters in Fond du 
Lac, Wis., conducted a sales meeting 
there. Walter Rigg, Milwaukee man- 
ager, Lloyd Roberts, supervising assist- 
ant, and W. A. Sanders, vice-president 
National Exchange Bank of Fond du 
sac, SPOke. 


General Agents to Meet 


The general agents association of 
Massachusetts Mutual Life will meet in 
annual conference at Hotel Nautilus, 
Miami Beach, Jan. 8-10. The program 
is being arranged by the executive com- 
mittee of the asso¢iation of which C. 
K. Litchard, co-general agent at Spring- 


district agent 


Pacific Mutual Names 
Gebsen at Lake Charles 





ERICK GEBSEN 


Erick Gebsen, for eight years with 
Pacific Mutual Life in Louisiana, has 
been appointed general agent in Lake 
Charles, La. An outstanding producer, 
Mr. Gebsen has qualified consistently 
for membership in the Pacific Mutual 
Big Tree Club and is one of its top stars 
this year. 


field, oan is president. By 
of President B. J. Perry of Massachu- 
setts Mutual, the general agents’ com- 
mittee will meet with Vice- -presidents J. 
C. Behan and C. O. Fischer at the home 
office Nov. 16 to discuss plans for the 
meeting. 


invitation 


Clark San Francisco Speaker 

Jerome Clark, vice-president Union 
Central Life, was the principal speaker 
at a two-day conference of Pacific Coast 
managers of the company in San Fran- 
cisco. 


The J. R. Campbell agency of the 
Midland Mutual Life at Parkersburg, 
W. Va., held an agency meeting there. 
S. B. Ross gave a sales demonstration. 
J. <A. Hawkins, vice-president and 
agency manager, represented the home 


NEW YORK 


JEWISH CHARITIES DRIVE 


Many leaders in all branches of in- 
surance joined in launching the annual 
drive in behalf of the New York and 
Brooklyn Federations of Jewish Chari- 
ties which began with a largely attended 
dinner meeting. C. K. Whitehill and 

P. Frenkel, prominent insurance bro- 
kers, are co-chairmen of the general in- 
surance division and Isadore Freid, 
general agent New England Mutual, is 
chairman of the life insurance division. 











OPENS 


CASHIERS HEAR ADDRESS 


The New York City Life Agency 
Cashiers Association heard a talk by Carl 
Sounmie’ of the insurance department. 
His talk covered New York's super- 
vision in three different phases: Exam- 
ination features, reorganization, rehabil- 
itation and liquidation, which took in 
the liquidation of insolvent companies 
in which respect he particularly pointed 
out there had been no life companies 
in this class in the past 30 years, and 
treatment of policyholders by insurance 
companies. 
Typermass explained that a com- 
plaint bureau was created which covered 


protection of the public by companies 
unauthorized to do business in the 
United States; complaints against 





agents, twisting and rebating, and 
counsellors. 

The association voted to join the Life 
Agency Cashiers Association of the 
United States and Canada, which is the 
National association, with headquarters 
in Phildelphia. 

A Christmas dinner and celebration 


will be held Dec. 19, 1940. 


GRIDIRON AWAITS VICTIMS 


Their victims’ egos having survived 
the punishment of two previous blitz- 
kriegs, the committee for the New York 
City Life Managers Associations third 
gridiron dinner Dec. 4 at the Waldorf- 
Astoria is getting set for a show so siz- 
zling that the pilloried personalities will 


be reduced to quivering, battered, 
charred hulks, buoyed up only by the 
reassurance that if they hadn’t been 


pretty prominent figures they wouldn't 
have been pounced upon. The commit- 
tee, headed by G. P. Shoemaker, gen- 
eral agent Provident Mutual, is not say- 
ing much about who will be the vic- 
tims. However, it is known that the 
Institute of Life Insurance will be one 
of the persons and organizations taken 
for a ride. 

Coming 
hand that 
in a little 


perilously close to biting the 
feeds it, the cast will indulge 
satire on the deplorable prac- 


tice of some agency executives in 
traveling about and inviting the general 
agents and managers to luncheon and 
or golf. 

Reservations are running far ahead of 
this time last year. In addition to Mr. 
Shoemaker other committee chairmen 
for the dinner include Julius Eisendrath, 
Guardian Life of New York, attend- 
ance; H. A. Schmidt, reception; and K. 
A. Luther, Aetna Life, invitations. Os- 
borne Bethea, Penn Mutual, is associa- 
tion president. 


Prudential’s Program for Draftees 


All home office employes of the Pru- 
dential who enter military service as 
draftees or volunteers will be granted 
liberal concessions, providing they have 
been in the employ of the company 
more than six months, President Frank- 
lin D’Olier states. The provisions apply 
only to those who entered military serv- 
ice since Aug. 27 of this year. They 
include special leaves of absence, rein- 
statement at the “same salary and with 
out loss of service benefits,” entity 
remittances of 30 percent of the amount 
by which the employe’s monthly salary 
exceeds his military pay at induction, or 
$75, whichever is less. Continuation of 
group life insurance is permitted. 








10. 








One or Many? 


Naturally you'd choose the profit from many sales over 
that of an INDIVIDUAL sale, whether you sell groceries, 
coal or insurance. Minnesota Mutual's Pay-Roll Deduction 
Plan opens the door to employees in the entire plant, fac- 
tory or office. Used by over 500 firms because it involves 
practically no expense to the employer, the Pay-Roll De- 
duction Plan permits employees to carry adequate insur- 
ance protection, including our new Family Policy, through 
small monthly payroll deductions. 


In addition our Field Force enjoys: 


|. A liberal agency contract 

2. A plan for financing your agency 

3. Accounting methods to guide you 

4. Proven plans for finding—training agents 
5. A liberal financing plan for your agents 
6. A unique supervisory system 

7. Organized Selling Plan 

8. Unusually effective selling equipment 

9. Policies for every purpose: Regular— 
Family —Juvenile—Women—Group— 
Payroll Savings, etc. 

Low monthly premiums 


A $235,000,000.00 Mutual Company, 60 years old with an 
understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Published Annually in May and March respectively. 


Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 





Provident Mutual 
Has New Scale 


The directors of the 
tual Life have adopted a new dividend 
scale for 1941, which is lower than the 
1940 scale. The reduction is primarily 
a reflection of the decline in the rate of 
interest realized on investments. The 
contribution to dividends from mortality 


Provident Mu- 


savings, which continue at a satisfactory 
level, has not been changed. 

On the average the adjustment 
amounts to an increase of approxi- 
mately 3.4 percent in the net cost of 
premium paying policies or 97 cents per 
$1,000 of insurance in force. The 


changes on individual policies, of course, 
vary widely. The greatest reduction is 
on policies with a large reserve ele- 
ment. The reduction is much smaller 
on ordinary life policies in the earlier 
vears, while the dividends under term 
policies remain practically unchanged. 
Samples of net premiums are: 
Ordinary Life 
r--Average~ 























——End. Year—, 10 20 
Age Prem. 1 10 20 Yrs. <TA. 
20 $17.50 $13.76 $12.86 $11.69 $ 3.3 2 $12.76 
25 19 -61 15.69 14.64 13.6 5. 
30 18. 7.03 1 , 
35 21.2 1 & 
40 2 2% : 
45 q 2. 0. . 
50 34. 8. .66 
55 43. Rs .48 
60 57.18 61.98 60.20 
65 73.83 81.48 79.22 
20 23.28 22.06 21.99 
25 25.38 24.02 24.02 
30 27.87 26.48 26.50 
35 30 29.60 29.51 
4( 33.25 
45 37.96 
50 44.17 
55 52.65 
60 64.72 
20 47.12 42.54 41.61 
25 47.63 42.88 41.94 
0 48.38 43.35 42.41 
5 49.49 44.10 : 43.27 
40 51.19 45.52 : 44.74 
Sb 54.00 48.11 ‘ 47.15 
5 58.69 52.33 4 51.03 
55 66.38 58.83 5 : 57.34 
¢ 78.11 69.26 66.13 69.13 67.59 
Protector Life 
—- Dividends— 
Ag 4 10 20 
20 $ 4.99 $ 5.81 $ 7.00 $11.7 
P 4 5.19 6.16 (fH! 
0 5.34 6.34 7.44 
35 5.70 6.56 8.12 
40 6.03 7.08 9.19 
45 6.48 8.05 10.62 
50 7.39 9.62 12.35 
55 8.92 11.73 14.61 
0.98 14.12 17.21 
idor at 65 (Male) 
Ag 10 20 AV. AV. 
a Yr 20 Yr. 
20 21 96 3 $: 21.3 20 
0 
45 : 
5 ©: 164.89 152.40 147.93 |... 150.70 
*Average net cost 15 ye s 


Oregon Mutual’s “Career Plan” 
Mutual Life introduced 
at a breakfast held by 
the home office branch in Portland. It 
is a combination of protection and in- 
vestment forms of insurance, especially 
designed for “men and women who are 
n their way up,” and adjustable to the 
hanging fortunes and needs of the pol- 

holder 

It will be featured in the la argest news- 
per advertising and promotion pro- 

the company ever has undertaken. 


The Oregon 


its “career plan” 








Dividend Revision 


Is Announced 


MILWAUKEE—Percy H. Evans, 
vice-president and actuary Northwest- 
ern Mutual Life, notified the agents that 
the revised dividend manual for 1941 is 
being distributed and contains the divi- 
dends payable in 1941 to policies in full 
force on their anniversaries. Mr. Evans 
pointed out that the divisible surplus 
subject to annual allotment to the hold- 
arises 


ers of participating insurance 
from economy in expenses, favorable 
mortality and interest earned on in- 


vested reserves in excess of the sum re- 
quired to improve legal reserves at the 
valuation rate. 

Interest Decrease a Factor 

“The sharp decrease within recent 
vears in the distributable margin of sur- 
plus interest earned has necessitated re- 
arrangements in the scale of annual 
dividends as authorized by the execu- 
tive committee of the board of trustees 
for payment as of the policy annivers- 
ary in 1941,” Mr. Evans said. “Owing 
to the general readjustment of the en- 
tire scale, it is impossible to make a 
brief statement of the effect other than 
to say that the change in the interest 
factor applicable to the policy reserve 
is chiefly if at all noticeable in the case 
of policies on which relatively high re- 
serves per $1,000 have been accumul- 
ated, such as short-term endowments, 
endowments approaching maturity, 10- 
payment life, and paid-up or nearly 
paid-up insurance.’ 

For the same reason of diminishing 
interest earnings, the basis of dividends 
under options of setlement and other 
funds held under retention agreements 
has been modified to 3% _ percent. 
Where the money retained is not sub- 
ject to cash withdrawal, Mr. Evans 
said, the basic rate of interest will be 
312 percent. 


National Life Is Writing 
Juvenile Policies 


The National Life of Vermont an- 
nounces that it is now writing juvenile 


insurance on children at ages 5 to 9 in- 
clusive. Heretofore it has not written 
insurance below age 10. 


The company is not providing a new 
juvenile insurance policy of the usual 
type but is offering its regular, stand- 
ard insurance contracts on six popular 
forms: Ordinary life, twenty-payment 
life, life paid-up at 65, 20-year endow- 
ment, 30-year endowment, and endow- 
ment at 65. All the practices hereto- 
fore applicable to age 10 will be 
extended now. The policies will be sold 
in states that permit. The company does 
business in 36 states, but in two of them, 


New York and New Jersey, policies 
below 10 cannot be issued, and certain 
limitations apply in Colorado and 
Nebraska. 

At the same time it is announced 
that the so-called standard rates for sin- 






2 will be adopted 


e-premium annuities 
»y the National Life. The executive 
committee has voted this, due to con- 
tinued and prospective low interest re- 
turns on investments of the trust-fund 
type. 


} 


Connecticut Mutual Lowers Limits 


The Connecticut Mutual Life has re- 
duced the age limits for regular life in- 
surance, and will now issue such con- 
tracts on the lives of boys and girls as 
young age five. The maximum 


as 


amount issued will be $5,000, except in 
Colorado and Nebraska, where lower 
limits are required under the law. Be- 
cause of state laws, such insurance be- 
low age 10 may not be issued in New 
York and New Jersey. The following 
plans of insurance are available: ordi- 
nary life; 20 and 30 payment life; life 
paid-up at 65; 15 and 20 year endow- 
ment; endowment at 60, 65 and 75; and 
20 payment endowment at 60, 65 and 75. 

Application for insurance at these 
younger ages will have to be made by 
a parent, a relative financially interested 
in the welfare of the child, or a guar- 
dian, who becomes the applicant for the 
policy. 


John Hancock Maintains 
Present Dividend Scale 


The same dividend scale as that cur- 
rently in force was adopted by John 
Hancock for 1941 on ordinary, weekly 
premium and group policies. There will 
be set aside more than $22,000,000 for 
policyholders dividends, an increase of 
$1,500,000 over 1940. 

A new dividend formula with a 3% 
percent interest factor has been adopted 
for retirement annuity contracts issued 
on and after April 1, 1935, on a 3 per 
cent reserve basis. There will be no 
distribution in 1941 on retirement an- 
nuity contracts issued prior to April 1, 
1935, on a reserve basis of 3% percent 
interest. 

The directors also voted that during 
1941 interest distribution on funds held 
on deposit or retained under ordinary 
policy provisions for optional settlement 
not involving life contingencies will be 
at the maximum rate of 34% percent. No 
interest will be allowed in excess of the 
guaranteed interest rate on sums held 
for payment under optional settlement 
provisions involving life contingencies. 
Except under policies whose terms pro- 
vide for a rate of interest greater than 3 
percent, dividends and other funds left 
on deposit on ordinary policies will be 
allowed a maximum rate of 3 percent. 
On premiums paid in advance, no excess 
interest will be allowed and the discount 
rate on new advance premium transac- 
tions will be 2% percent. 


Guardian Life Announces 
Its Dividend Scale for 1941 


The Guardian Life announces that the 
directors have voted to continue the 
dividend scale effective the last two 
years for 1941 for premium paying poli- 
cies and those which are paid up by 
completion of the term of premium pay- 
ment or through the use of the accel- 
erated dividend option. 

Reductions will be effective in 1941 in 
the dividend scales applicable to single 
premium policies and to paid-up insur- 
ance additions purchased by dividends 
(Option D). Also, no dividends will be 
payable in 1941 on special income an- 
nuity policies, whether on the 3% per- 
cent or 3 percent guaranteed basis. 

No excess interest for the calendar 
year 1941 will be allowed on dividend 
accumulations or settlement option 
funds. The rate of interest allowed on 
dividend accumulation funds for the pol- 
icy year ending in 1941 will be the 
guaranteed rate of 3 percent per annum. 
Similarly, on settlement option funds, 
interest will be allowed for the calendar 
year 1941 at the guaranteed rate of in- 
terest. For settlement option funds aris- 
ing out of policies issued prior to March 
1, 1939, the guaranteed rate is 3 percent 
per annum whereas on settlement option 
funds arisin~ out of policies issued on or 
after March 1, 1939, the guaranteed rate 
is 2 percent per annum on funds subject 
to withdrawal and 3 percent per annum 
on funds not subject to withdrawal. 


Term Conversion Commissions 


The Mutual Trust Life announces that 
while heretofore its rule on term con- 
versions at attained age has been that 
full commission on the converted policy 
would be allowed only if the term policy 
had been in force for at least three 


years, now it is liberalized to provide 
for the payment of full, unadjusted first 
year commission after ‘the second term 
policy year. In other words, if a term 
policy, after having been in force for 
two years or more, is converted to any 
regular life or endowment plan at at- 
tained age, full first year commission 
will be allowed on the converted policy. 


Continue Home Scale for Quarter 


The Home Life of New York will 
pay dividends in the first quarter of 
1941 on the same basis as used in 1940, 
The board customarily declares the first 
quarter dividend at this time of year, 
making the decision for the full year 
at the January meeting when the previ- 
ous year’s figures are all available. It 
is anticipated that the same scale will 
be continued for all of 1941. The rate 
on dividends and proceeds left at inter- 
est will remain at 3% percent. 


State Mutual Life is reducing its ju- 
venile limits from age 10 to age 5. 





N. Y. Banks Appoint 


Insurance Group 


NEW YORK—Appointment of a 
life insurance standing committee by the 
New York State Savings Banks Asso- 
ciation is regarded by the advocates of 
savings bank life insurance as being an 
indication that a considerably greater 
number of the state’s 134 savings banks 
will soon enter the savings bank life in- 
surance system than the 18 which are 
now in it either as issuing or agency 
banks. 

These proponents point out that it is 
a policy of the savings banks associa- 
tion to createa standing committee only 
when sufficient interest has been shown 
by the membership in a subject. They 
also point out that in Massachusetts, 
where savings bank life insurance has 
been in effect for more than 30 years, 
the savings banks association there has 
never created a committee to study the 
problems and keep the membership 
informed. 


See Competition as Factor 





Advocates of savings bank life insur- 
ance in New York also contend that the 
success of the life insurance depart- 
ments of banks now in the system will 
force other banks in because of compe- 
tition. One source of disappointment 
to them has been that in New York 
City none of the larger savings banks 
has gone into the system, either on an 
issuing or agency basis. 

The purpose of the new committee is 
to study the experience of the 18 banks 
and make recommendations to the mem- 
bership. The committee is made up 
of W. G. Green, president New York 
Savings Bank, chairman; C. V. Cole- 
man, assistant to the president East 
New York Savings Bank of Brooklyn; 
Fred Gretsch, president Lincoln Sav- 
ings Bank: R. Irving Beale, assistant 
treasurer Mechanics Savings Bank of 
Rochester: Roy B. Hoag, executive 
vice-president Schenectady Savings 
Bank, and C. H. Churchill, president 
Cortiand Savings Bank, Cortland, N. Y. 


Fifth Chapter 9 Company Loses 


LOS ANGELES—Superior Judg 
Schmidt in the case of the Great States 
Life, fifth of the Chapter 9 companies 
that have been on trial in his court, for 
the fifth time refused to disturb Com- 
missioner Caminetti in his position as 
conservator for the companies. 

Considerable testimony was _ intro- 
duced in regard to the passing of con- 
trol from C. W. Harrison to the present 
officers, headed by President B. L. Mc- 
Farland, including the payment of be- 
tween $20,000 and $25,000 to Harrison. 
Other te stimony concerned the proposed 
merger of the Great States Life with 
the Physicians Life, a Cottrill & Erd- 
son company, which failed of approval. 
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AS SEEN FROM CHICAGO 





COMMISSIONERS’ TRAIN 


Commissioner Blackall of Connecticut, 
president National Association of Insur- 
ance Commissioners, has requested the 
Illinois department’s Chicago office to 
handle transportation arrangements from 
Chicago for delegates in the central west 
territory and the far west who will be 
attending the mid-winter conference at 
the Pennsylvania Hotel, New York City, 
Dec. 2-4. The official train will leave Chi- 
cago at 2:30 p. m., Dec. 1, arriving in 
New York City, 8:30 p. m., Dec. 2. This 
is an all-Pullman train. Roy L. Davis, 
assistant director of insurance in charge 
of the Chicago office, is acting as super- 
visor of this train. It is expected that 
the far west delegation will center in 
Chicago, arriving in the morning and 


leaving the afternoon of Dec. 1 





AGENCY HONORS HIGMAN 


In honor of his retirement after 45 
years in the insurance business in Chi- 
cago, the last 29 years with Connecticut 
Mutual Life and the other 16 with Mu- 
tual Benefit Life, the Charles J. Zim- 
merman agency of Connecticut Mutual 
Life, Chicago, dedicated a dinner to H. 
D. Higman, associate general agent. The 
dinner was given to the agency by the 
company for being the leader in the 
“Fraser Month” campaign last July. P. 
M. Fraser, executive vice-president, at- 
tended as a compliment to the occasion. 
The entire Zimmerman office and some 
invited guests turned out to pay tribute. 
Mr. Zimmerman presided at the dinner. 

Harry T. Wright, president National 
Association of Life Underwriters and as- 
sociate general agent Warren V. Woody 
agency Equitable Society, Chicago, was 
the first to speak and pay his respects 
to Mr. Higman for a fine record dur- 
ing his 45 years in life insurance work. 
Mr. Wright was followed by F. W. Rus- 
sell, broker with Rollins-Burdick-Hun- 
ter Company, who for five years had 
worked with Mr. Higman in the Samuel 
T. Chase agency, speaking in behalf of 
former associates; Sidney Rosenbaum, 
Connecticut Mutual Life general agent 
in Cleveland, who made a special trip 
to be at the dinner; Anna Goodstein, 
who had been in the agency when it 
was opened in 1912 by Mr. Chase, speak- 
ing for the office staff; Charles Kluss, 
outstanding young producer with the 
Zimmerman agency, who spoke in be- 
half of the full time men, and Mr. 
Chase, general agent from 1912 to 1937, 
who had hired Mr. Higman when the 
agency was opened. Mr. Chase pre- 
sented Mr. Higman with a valise, which 
was given by the entire Zimmerman 
agency force, and gave Mrs. Higman 
flowers. 

Mr. Fraser, who was the last to pay 
tribute to Mr. Higman, reviewed the 
record of the company and the success 
of the Zimmerman agency in the last 
214 years. He said that the latter had 
come from 37th place to second place 
in the agency standing and had recorded 
38 plus months out of the last 40. In 
closing he told his audience that in spite 
of government threats, life insurance 
was indispensable and that nothing 
could take its place. Mr. Zimmerman 
was presented a plaque by the agency 
force for his having led the National 
Association of Life Underwriters 
through its most trying year and at the 
same time having led his agency so 
successfully. 





DIRECTED CAMPAIGNS 


Companies carrying on business get- 
ting campaigns find that much more can 
be accomplished if a contest is intelli- 
gently and forcefully directed. Such 
campaigns, therefore, have a daily ob- 
jective and this is an incentive on part 
of salesmen to accomplish the standard 
set for them which is reasonable. 

_ For instance, the Mutual Trust Life 
is in the midst of such a campaign now 
and is having excellent results. It re- 
quires salesmen to spend six hours a 
day in the field on working days mak- 


ing six calls and securing three genuine 
interviews. In addition it asks its men 
to get two referred cases, meaning by 
that putting two more prospects on 
their lists that have been recommended 
by friends, policyholders or others. 
Each week a report is asked from each 
salesman, recording what he has done 
each day and whether he has complied, 
with the requirements. This program 
gives an agent an objective and a defi- 
nite goal so that he has something ahead 
of him each day. 





ROYER AGENCY ACTIVE 


The James M. Royer Agency of the 
Penn Mutual, Chicago, has exceeded its 
allotment for 10 consecutive months, 
paid volume showing a 20 percent in- 
crease over the first ten months of 1939. 
The agency ranks first nationally among 
all agencies of the Penn Mutual for the 
greatest increase over allotment for the 
first 10 months. E. H. Harrison, Rob- 
ert Lotz and E. C. Hoelscher, Jr., rank 
first, second and third, respectively, in 
paid volume for the year. 





VERMILLION AGENCY DINNER 


Gifford T. Vermillion, manager Mu- 
tual Life of New York in Chicago, was 
master of ceremonies at a dinner wind- 
ing up a “general election” production 
campaign. In this, various agents won 
posts by their relative sales. W. F. Jen- 
kins was elected “President;” Jacques 
Barr, “vice-president;” S. H. Foreman, 
“secretary of state” and others as mem- 
bers of the cabinet. This was a 
“chicken and bean” dinner, the winners 
supposedly being entitled to the 
chicken and the losers having to eat 
beans. Campaign managers were 
Graeme H. Smith and Harry R. Schultz. 
As part of the ceremonies, the “Presi- 
dent” was inaugurated and the cabinet 
members installed by Nathan H. Weiss, 
a leading agent and past president of 
the agency’s field club. 


VOLLMERS NAMED SUPERVISOR 


Paul E. Vollmers, successful pro- 
ducer for the last four years, has been 
appointed supervisor by James H. Bren- 
nan, Chicago general agent Fidelity Mu- 
tual Life. Mr. Vollmers will develop 
and train new agents. 


MORE BUSINESS INSURANCE 


; Chicago offices are inclined to look 
forward with considerable optimism to- 
ward an increase in business insurance. 
The managers believe that all those hav- 
ing to do with the defense program will 
have contracts requiring full time opera- 


tions for the next four or five years. 
Thus they seem to be set for a com- 
paratively long time profitable course. 
Nearly every business enterprise will 
shine in reflected glory and owing to 
the profits and the importance of key 
men in the various industries it would 
not be surprising to see an upward turn 
in this class of business. 





CASHIERS DIVISION HEARS HUTH 


Agency cashiers perform one of the 
most important functions in the life in- 
surance business, George Huth, assist- 
ant manager Ewing agency Provident 


Mutual, told the cashiers’ division of the 
Chicago Association of Life Underwrit- 
ers at a meeting. Their contacts with 
policyholders and the public are even 
more intimate than relations of agents 
with policyholders. He urged the cash- 
iers always to be agency minded in giv- 
ing service to policyholders, whose 
opinion of companies, he said, is gained 
from the manner in which the office 
cashiers perform their duties. Obstacles 
of prejudice may be set up which agents 
are unable to straighten out. 

Salins, Aetna Life, division president, 
presided. 
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PROPERTY MANAGEMENT 
DIRECTORY 


© The property management firms whose names are shown on this page have 
been selected after coreful investigation. They have the recommendation and 
endorsement of The National Underwriter. 











KANSAS 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES «¢ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 
Trust Company 


Wichita, Kansas 











ARKANSAS 





READ -STEVENSON & DICK 


INC. 


Preperty Management 
Sales—Leasing 
Mortgage Loans 


. Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 








FLORIDA 





Property Management 
Mortgages—Sales 
Appraisals 


«a. HAUGHTON -. 


COMPANY 
108 West Bay St. Jacksonville, Florida 





ILLINOIS 





Ralph W. Applegate and Co, 


eee AND LEASES 


ROPERTY MANAGEMEN 
oouriere MORTGAGE FINANOING 


ERAL INSURAN 
MEMBER 
Chieage Real Estate Beard 
Netlonal ‘Awe. of Real Estate Beards 
Chicage Beard ef Underwriters 
‘imam Illinois Bank Bldg. 
CAGO 


FRANKLIN 7878 








INDIANA 


MICHIGAN 





EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
. 
Property Management 
Appraisals 
Mortgage Loans 
Sales 


Trusts Estates 


Can Help $100,000 
Man Raise Sights 


BALTIMORE —It is harder work to 
sell $100,000 than to sell $300,000, C. 
Milton Sherman, Buffalo general agent 
Connecticut Mutual Life, told the Balti- 
more Life Underwriters Association in 
his talk “Improving the Production of 
the $100,000 Producer Under Today’s 
Conditions.” There is nothing in the 
equipment of the $100,000 producer 
emotionally or psy chologically to make 
him a salesman—he is doing the job by 
sheer effort and hard work. 

First of all, Mr. Sherman said, there 
are two things that the $100,000 pro- 
ducer must do in order to go beyond 
that scale of production—one thing he 
must forget and the other he must re- 
member. The thing he must forget is 
what he did last year and the year 
before that and the year before that. He 
must remember that good habits are 
difficult to form, whereas bad habits are 











Title Insurance 
Companies 


@ The title insurance firms whose 
cards are shown on this page have 
been selected after careful investiga- 
tion. They have the recommendation 
and endorsement of The National 
Underwriter. 
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DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 





THE TITLE GUARANTY 
COMPANY 


W. Elliott Houston, Pres. Aksel Nielsen, Exes. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 


Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 
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THE 


HOWELL-VIGGERS 
CORPORATION 
Certified Property Managers 
Appraisals Sales 


Second National Bldg. 
Akron, Ohio 


Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 

McCune Gill, Vice President 
Qualified with Insurance Departments 

of Missouri and Eastern States 

— oO — 

Disburses construction funds and in- 

sures against Mechanic Liens 

















Property Management 


Leases Sales Loans 


A ppraisals—Insurance 


w. a. BRENNAN inc. 


INDIANAPOLIS 








Klein & Kuhn 


Guaranty Building 


Indianapolis 


APPRAISALS 
LEASES 


Property Management 


SALES 








Raymond T. Cra ragin & Co. 
Raymond T. Cragin, AL 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Aree 
National City Bank Bldg. 
CLEVELAND 














YOU CAN INCREASE YOUR INCOME 
in 1938 by stressing liability coverages. 
Profit making suggestions are published 
every month in The Casualty Insuror. 
$1.50 a year. 175 West Jackson Blvd., 


Chicago. 
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OKLAHOMA 
AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 
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STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bunk 
Commissioner 











very quickly and easily formed. 

“In order to improve one’s produc- 
tion,” Mr. Sherman continued, “the pro- 
ducer must take two definite steps, the 
first of which is purely mechanical and 
the second emotional or spiritual.” 

Explaining the mechanical step, Mr. 
Sherman stressed the importance of 
keeping records and planning the day’s 
work in advance, and the importance of 
prospecting. With regard to prospect- 
ing, Mr. Sherman explained that the 
getting of names was never a problem 


to him, because he made it a point 
never to leave a man without getting 
from him at least two names. In this 


connection he said he always qualifies 
what kind of names are wanted; for in- 
stance, the names of two people who 
are making more money today than a 
year ago, the names of two people who 


have bought a new automobile, the 
names of two people who have bought 
a house. 

He went on to explain that he sends 


two pieces of advertising literature to 
these new “names” over a two-week pe- 
riod before calling on them, and then 
stresses the importance of asking for 


and taking only five minutes of the 
man’ s time on the first interview, stat- 
ing that five minutes is time enough to 
determine whether the man is a pros- 
pect or a dud. 
Knows Where He Is Going 

“In my opinion,” Mr. Sherman said, 
“it is essential to know where I am 
going first instead of thinking where I 


am going next?” 

Speaking of the sales presentation, he 
said most people have a tendency to do 
the job backwards, in that they present 
a difficult solution to a simple problem, 
whereas what they should do is to build 
up a terrific problem and then point out 
how a stroke of the pen and the pay- 
ment of a small premium yearly will 
overcome the problem. 

Speaking ot the second step—the 
emotional side of the sale—Mr. Sher- 
man stated some may think this is 
backing up the hearse but he said: “I 
would rather back it up when he is alive 
than when he is dead. I am not an 
undertaker. Pam backing it up to a 
live man’s door and it is my job to do.” 





Smrha to Recommend Measures 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha will have several recommen- 
dations as to needed legislation that he 
will pass on to the legislature, now that 
political conditions and the foreshad- 
owed change in his office have presented 
a situation where this can be done with- 
out seeming to be an interference by the 
executive department with the legislative 
department. In the past the department 
has contented itself with the role of 
supplying members who asked with in- 
formation and opinion, and several of 
the bills that secured legislative com- 
mittee approval but were lost in the 
rush of adjournment in 1939 represented 
department recommendations. As to the 
suggestion that has appeared in the in- 
surance press that it may take amend- 
atory legislation with respect to writing 
war risks in the state, Mr. Smrha says 
that approval has been given numerous 
riders submitted within the past year 
without any questioning, and ‘these are 
apparently deemed by most companies 
to adequately safeguard war risks. 
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Sudnik Heads N. J. 
Fraternal Congress 


Alexander Sudnik, Jr., Association of 
the Sons of Poland, was elected presi- 
dent of the New Jersey Fraternal Con- 
gress at the annual meeting held in Jer- 
sey City. Other new officers are: First 
vice-president O. A. Kottler, recorder 
Artisans Order of Mutual Protection; 
second vice-president Mrs. Helen E. 
Wold, Royal Neighbors;  secretary- 
treasurer, H. Bruce Meixel, Ben Hur 
Life. G. W. Baumann, Maccabees, was 
elected delegate to the National Frater- 
nal Congress convention and Mr. Kott- 
ler was named alternate. Members of 
the executive committee elected are: 
Lester Torok, Modern Woodmen; R. F. 
McGrory, Knights of Columbus; W. H. 
Grogan, Jr., Woodmen of the World; 
Mrs. Marie F. Booz, Woodmen Circle; 
Mr. Bowman, and Eugene Toffler, 
A.O.U.W. of North Dakota. Mrs. Lola 
E. Coles, Woman’s Benefit, is retiring 
president. Mr. Sudnik formerly was 
first vice-president. 

Benz Is on Program 


On the program were A. O. Benz, 
president Aid Association ior Lutherans 
and president National Fraternal Con- 
gress; A. N. Guertin, actuary New Jer- 
sey department; Mr. Kottler, who talked 
on the conscription act; John Masich, 
secretary Greek Catholic Union of Rus- 
sian Brotherhoods; P. O. Bowers, vice- 
president Indiana Insurance Federation; 
L. V. Longbotham, manager eastern di- 
vision A.O.U.W. of North Dakota and 
first president New Jersey congress; 
Mrs. Wold, I. G. Scott, majority leader 
New Jersey senate, and Rocco Palese, 
majority leader New Jersey house. 

Mr. Kottler took up the soldiers’ and 
sailors’ relief measure in Congress, con- 
cluding that it will be much easier for 
societies to carry on their own liability 
with respect to non-payment of dues or 
premiums of members, which could be 
done in a special form of lien note that 
would apply against the members’ re- 
serves. He said this would provide 
greater privileges to the members be- 
cause the societies could extend the pe- 
riod of repayment much beyond the one 
year provided under the U. S. act. 


Should Use Loan Value 


The act applies only to policies with 
values up to $5,000 and if a policy ex- 
ceeded that sum, some additional action 
would be required to protect the further 
interest. The insured having a loan 
value sufficient to pay one year’s pre- 
miums. Mr. Kottler said, would be better 
off if he dealt directly with the insurer 
than if he took advantage of the federal 
act. The societies would be saved the 
inconvenience of making many reports 
to the government and keeping addi- 
tional accounts, and could render 
greater service to the members. 


Carsson Elected Head of 
Texas Fraternal Congress 


SAN’ ANTONIO—W. B. Carsson 
Woodmen of the World, Austin, was 
elected president of the Texas Fraternal 
Congress at the annual meeting, suc- 
ceeding Reuben Young, Dallas. Other 
officers named are: Mrs. Lena Alexan- 
der Shugard, Woodmen Circle, Garland, 
first vice-president; Mrs. Leta Ashley, 
Degree of Honor, Fort Worth, second 
vice-president; A. S. MacGregor, Mod- 
ern Woodmen, Dallas, third vice-presi- 
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dent. The 1941 convention will be held 
in Houston. 

Reports indicated increased membership 
and a greater amount of insurance in 
force. Experience has been favorable 
Among questions considered were pro- 
posed taxes for fraternal insurance, 
which has been exempt in Texas for 
many years and the military training 
program and its effect on fraternal in- 
surance. An effort to tax the fra- 
ternals is expected to be made in the 
next legislature. 


Wisconsin Group Gathers 

CLINTONVILLE, WIS.—The Wis- 
sonsin Fraternal Life Underwriters As- 
sociation of the Aid Association for 
Lutherans met here for a sales confer- 
ence. Arthur Blankenburg, Appleton, 
president, was in charge of sessions. R. 
H. Schmidt, sales manager Four Wheel 
Drive Auto Company, discussed selling 
at a luncheon meeting. N. J. Wil- 
liams, Neenah, president Equitable Re- 
serve, spoke on fraternal life insurance 
at a dinner. 


Winder in Marine Service 

Don Winder of Chicago, secretary of 
the American Fraternal Institute, who 
was a major in the world war 1, and 
has been on the reserve list, has been 
called into the marine service and has 
been summoned to Washington, D. C. 
He will be absent, it is understood for 
quite a while. 


Predicts Move to 
Control Insurance 


(CONTINUED FROM PAGE 3) 





tary Catholic Order of Foresters; J. C. 
Phillips, assistant to the president Mod- 
ern Woodmen; E. W. Thompson, com- 
mander Maccabees; John Badinovac, di- 
rector junior order Croatian Fraternal 
Union; Edward King, Hooper-Holmes 
Bureau; H. S. Cheney, Retail Credit 
Company, and J. G. Wood, secretary- 
counsel Indiana Insurance Federation. 
There was a banquet, followed by exhi- 
bition drills. 

J. Raymond Trout, Indianapolis, 
Modern Woodmen, was elected presi- 
dent, succeeding Mr. Zivich. Other new 
officers are: first vice-president, Mar- 
garet Garrity, Maccabees; second vice- 
president, A. J. Schuster, Catholic Or- 
der of Foresters; third vice-president, 
Arthur Sapp, Standard Life; ‘fourth 
vice-president, Gertrude Hoople, Royal 
Neighbors. Ruby Jean Beaver, national 





OPPORTUNITY 
FOR SALES 
REPRESENTATIVES 


Excellent opportunities for sales- 
men in Cook County, Illinois, rep- 
resenting sound, progressive fra- 
ternal society with modern up-to- 
date life, accident and sickness 
contracts. Mutual Benefit Aid So- 
ciety, Chicago, Ill. Telephone 
Nevada 1712. 











PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Gross Assets ............ $ 33,716,675.00 
Protection in force........ 106,83! 483.00 
Total Membership ........ 134,166 


Organized into 2,678 groves in 44 states 
Benefits paid in 1939 to members and 
beneficiaries ............ $1,767,420.41 
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aaaihianl of Tau Phi Lambda of Wood- 
men Circle, was named youth director. 
As past president Mr. Zivich becomes a 
member of the executive committee. 


Other Speakers and Subjects 


Mr. Phillips, chairman of a special 
N.F.C. committee on conservation of 
business, talked on persistency, stress- 
ing recommendations which he said 
would offer relief for the lapsation ail- 
ment which the societies suffer. Mr. 
Badovinac talked on juniors, stressing 
the importance of sports as a means of 
retaining juniors who otherwise might 
drop out before affiliating with the adult 
lodge upon attaining proper age. 

Mr. Heaney spoke for the N.F.C. in 
the absence of Alex. O. Benz, president, 
who sent his regrets from Texas. Mr. 
Wood, who is dean of the Indiana Law 
Schol, gave a talk on legal aspects of 
life insurance and legal matters that are 
likely to confront fraternals against 
which they must be prepared to offer 


A. F. Faubel are ex-officio 1 


resistance, such as taxation, federal con- 
trol and government intrusions. He 
strongly urged opposition to federal 
control. A round table was held on the 
TNEC and SEC investigations. 

Commander Thompson gave an in- 
spirational talk on fraternalism and and 
the humane service rendered by socie- 
ties. President Zivich urged continu- 
ance of a sound and stable congress, co- 
operation and unity and a willingness to 
stand together. He noted that the con 
gress is the oldest in the country. 

More than 100 delegates from over 40 
fraternal socieits operating in the state 
attended the two day session. M. E. 
Kilpatrick, past president, arranged an 
exhibition of girls’ teams and united 
drills 

A legislative committee was ap- 
pointed, with P. O. Bowers as chairman 
and A. L. Zivich as_ vice-chairman. 
President Trout and Secretary-treasurer 
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Indiana Seeks High Ethical 
Standard for Life Men 


INDIANAPOLIS—Indiana sets one 
of the highest standards in the United 
States for the qualification and licensing 
of life agents, John D. Cramer, chief 
deputy Indiana commissioner, told the 
Indianapolis Association of Life Under- 
writers. 

Speaking on “The Ethics of Life In- 
surance Salesmanship,” Mr. Cramer 
said that “in addition to general require- 
ments as to fitness, life agents in In- 
diana are required to pass an examina- 
tion based on a study course approved 
by the department. A requirement in 
such courses is that they include a study 
of Indiana insurance laws and proper 
practices.” 

Mr. Cramer said that life insurance 
develops in those who engage in it con- 
scientiously a high standard of ethics. 
For the protection of those who recog- 
nize and wish to live up to such a code, 
the Indiana legislature enacted a very 
comprehensive insurance code. He read 
the section prohibiting and defining re- 
bating. 

“Foremost in the ethics of life insur- 
ance salesmanship is the aim best to 
serve the policyholder and those whom 
he wishes to protect—his beneficiaries. 
Whatever is best for the customer and 
his interests is best for the agent, is the 
rule which works best in the long run, 
as well as in each particular case,” he 
said. 


Companies Generally Up to Date 


“Life insurance companies are quite 
generally up to date in meeting the 
needs of the public. The public today 
is well informed on life insurance. Even 
more noticeable is the trend for some 
years by which the agent is trained to 


give tailor-made service to his clients. 
The professional ideal is fast gaining 

ground in life underwriting. With it, 
as a matter of course, comes a high 
standard of ethics such as prevails in 
other professions. 

“But the public, too, can cooperate by 
carrying out life insurance transactions 
only with qualified and dependable un- 
derwriters. Indiana’s high regulatory 
standards can be maintained on a high 
level with cooperation of the public and 
those identified with the business.” 

Mr. Cramer told of a case where a 
woman came to him and asked that he 
help her to locate an agent who had 
sold her husband a $5,000 policy of 
which she knew nothing until after his 
death. She had supposed she was 
protected only by a $1,000 fraternal 
policy. She had strongly opposed her 
husband’s buying any more insurance, 
so strongly that the agent worked on 
the husband alone until he bought the 
$5,000 policy. He had not told his wife. 
This policy meant the saving to her of 
their mortgaged small farm home and 
keeping her children with her until they 
could be educated. She wanted to thank 
the agent for what he had done. 

Mr. Cramer made the search and dis- 
covered the name of the agent who had 
written the policy. But the widow was 
unable to tell him of her gratitude as 
the agent had died several months be- 
fore the husband. 





Prepare for the Convention 


CINCINNATI—M. L. Hoffman, ex- 
ecutive secretary of the National Asso- 
ciation of Life Underwriters, spent two 
days in Cincinnati with the general 
committee in charge of arrangements 
for the 1941 meeting of the National 
association to be held in this city the 
week of Sept. 15. Ray Hodges, Ohio 
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Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, show- 
ing: Membership, 514,503; camps, 6,238; insurance in force, $344,097,822; 
admitted assets, $70,840,055, and claims paid, $108,312,911. 

This progress is attributable to the Society’s principle of twofold 


Fraternalism. 
planted by its founders and has been a guiding light for 45 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 





BRINGS PROGRESS — 


This principle was firmly im- 


ROCK ISLAND, ILL. 
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National, general chairman, will shortly 
appoint the convention committees. 


St. Joseph, Mo,—Frank Crum, presi- 
dent, made a kick-off drive for member- 
ship at a luncheon with James Ruther- 
ford, Penn Mutual, Des Moines, national 
trustee, as speaker. More than 100 at- 
tended and the membership was doubled. 

Buffalo—aA three-act playlet, ‘“Visualiz- 
ing Needs,” will be presented Dec. 5 by 
the home office supervisors of the Metro- 
politan Life. A. R. Maynard, manager 
of the Lake Erie office of Metropolitan, 
is program chairman. 

Springfield, Mo.—Dr. B. lL. Davis, 
pastor of the First Baptist Church, spoke 
on “Relation of Your Business and Mine.” 
Norvel Pierce, program chairman, intro- 
duced the speaker. 

New Castle, Pa.—J. V. Buck, super- 
visor Bankers Life of Iowa, Pittsburgh, 
spoke Thursday. 


Topeka, Kan.—P. B. Turner, Kansas 
City general agent Home Life, spoke on 
agency prestige. To be outstandingly 


successful in life insurance, he said, one 
must have vision, industry and enthu- 
siasm. He stressed the importance of 
proper estate planning and the value of 
ssociation activities. 

Milwaukee—J. S. Rutherford, National 
association trustee and Penn Mutual gen- 
eral agent in Des Moines, discussed “The 
Steps in a Sale.” 

Birmingham, Ala.—L. S. W. Chapman, 

onsultant Sales Research Bureau, spoke 
“Managing Yourself.” 

Jackson, Miss.—Frank K. Dunn, for- 
‘rly of Jackson, now regional director 
of the social security board, Birmingham, 
cussed “The Relation of Life Insur- 

ce to Social Security.” 

Kansas—President J. E. Conklin, 
Hutchinson, will meet with the Dodge 
‘ity association Dec. 7 and with the 
Topeka association Dec. 14. 

Chippewa Valley, Wis.—B. S. McGiv- 
eran, general agent Northwestern Mu- 
tual Life, was the speaker at the Novem- 
r meeting in Eau Claire. He empha- 
od the consideration given to agent 
qualification requirements and changes 
in contracts that will give the agent 












who makes life underwriting his life 
work greater security. All life agents 


in the Chippewa Valley territory will be 
invited to attend the December meeting. 
W. Ryan, general agent 
reelected national 
for another three-year 
Humphrey Marshall, manager 
Wolverine branch Metropolitan Life, was 
a director to replace J. B. Macken, 
manager Mutual Life of New York, who 
has been transferred to Chicago. 

Salt Lake City—A round table discus- 
sion of salesmen’s problems featured the 
November meeting, six C. L. U. members 
participating Former President F. J. 
Waestaff, on behalf of the members, pre- 
sented K. K. Krogue, district supervisor 
Business Men‘s Assurance, a time-piece. 


Detroit—-S. 





was 


eeman 





Mr. Krogue leaves in December for 
Spokane to become manager for his 
company. Commissioner Neslen an- 


nounced that at the New York meeting 
he will invite the National Association 
of Insurance Commissioners to hold its 
1941 annual meeting in Salt Lake City. 
The association voted its hearty ap- 
proval. 

Boston—C. L. Kluss, Chicago, producer 
Connecticut Mutual, will speak at a 
luncheon meeting Friday on “Capitaliz- 
ing on Current Conditions.” He will 
speak that evening in Providence. 

T. C. Walsh, Jr., Roslindale agent Pru- 
dential, has won a free two year asso- 
ciation membership in a contest for a 
name for the association’s new monthly 
bulletin, which will be known as “News 
& Views.” 

Northern New Jersey — More than 40 
new members were received this week, 
the Prudential leading with 10 new mem- 
The membership is now well over 
350 and it is hoped that by the end of 
the fiscal year in June it will have 
reached the 500 mark. 

St. Louis—Fred G. Holderman, Jr., as- 
sistant agency director Equitable Society, 


bers. 


Kansas City, spoke on “Today I Take 
Inventory.” 
President Wellborn Estes, associate 


general agent Aetna Life, has announced 
the personnel of the advisory council. 
The co-chairmen are Lester Becker, Lin- 
coln Nationa] Life, and Don Cramer, Pru- 
dential. 

Galveston—J. B. Baumann, general 
agent Pacific Mutual Life, Houston, pres- 
ident of the state association, was a 
speaker at the monthly luncheon meet- 
i President Roy Keeling presided. 


ing. 


Byron Griffiths, general agent American 
National, was elected vice-president to 
fill a vacancy and Leon Blum, general 
agent Pacific Mutual Life, was elected 
national committeeman. 

Pittsburgh—F. L. McFarlane, Cleve- 
land agent Aetna Life, declared that in 
shooting for a high production score the 
agent should go forth with the idea of 
doing a complete job for every client. 

Mr. McFarlane does not hesitate to sell 
friends and acquaintances as well as 
strangers, pointing out that he was offer- 
ing them something of value which a 
friend could provide as well as anyone 
else. 

The association has agreed to waive 
the dues of members called into service 
with the country’s armed forces during 
their period of service. 

Des Moines — Horace 
president Equitable Life of Iowa, will 
speak Nov. 29 on “Is Life Insurance 
Good?” He is expected to deal with 
government control and inflation. 

Grand Rapids, Mich.—E. P. Balkema, 
Detroit, president Michigan state 
ciation and state manager Northwestern 
National Life, talked on “Security-Inse- 
curity.” 

Cleveland — More than 
wives and friends attended the associa- 
tion’s special party at the Cleveland 
Playhouse. 


Foskett, vice- 


asso- 


300 members, 











Northwestern Mutual Life—Although 
October new paid-for business was be- 
low the same month last year, the ten- 
month total of $166,653,713 is 5.26 per- 
cent ahead of the corresponding period 
in 1939. Leading general agents by vol- 
ume are C. L. McMillen, New York; 
Hobart & Oats, Chicago; B. J. Stumm, 
Aurora, Ill.; Victor M. Stamm, Milwau- 
kee, and Cameron & Carroll, Oshkosh, 
Wis. 

Ohio National—‘“President’s Month,” 
in honor of President T. W. Appleby, 
netted a $3,100,000 total, the campaign 
ending in its usual satisfactory fashion. 

Life of Virginia—Paid-for business 
and increase of insurance in force in 
October were 84 percent and 304 per- 
cent greater, respectively, than for Oc- 
tober, 1939. Paid-for business and in- 
crease of insurance in force the first ten 
months were larger than for the like pe- 
riod last year by 48 percent and 92 per- 
cent, respectively. 

Colorado Life — President's month 
campaign in October resulted in 36 per- 
cent gain on written business. Sales 
are 35 percent ahead of the first 10 
months of 1939 and more business has 
been paid for so far in 1940 than was 
paid for during the entire year of 1939. 

Shenandoah Life—New ordinary paid 
business for October was 142 percent 
of the ordinary paid business in the 
same month last year, while for the first 
10 months of 1940 it was 152 percent 
over the corresponding period last year. 

Lincoln National—A 13 percent in- 
crease in business and the qualification 
of 19 agencies as 100 percent Dern 
month agencies indicate the success of 
“Dern Month” celebration this year. A 
primary production goal this year was 
the attainment by agencies of 100 per- 
cent ranking for the month. According 
to rules, agencies won this honorary 
designation if at least one application 
was secured from every member of the 
agency. 

Illinois Bankers Life—New business 
written this year aggregated $15,190,939 


Policy Wallets 








Perfect tor Remembrance Advertising! 
Leather Policy Wallets 


Black grained leather policy wal- 
lets with 7 envelopes inside. $1 iy 
ea. or 75c ea. in doz. lots. e- 
Luxe quality, leather lined, $1.75 
ea. or $1.50 ea. in doz lots. 
Cash with order unless rated con- 
cern. (Cowhide Sales Pac. 1-inch 
rings, inside zipper pocket, $3.50.) 


KING’S 


916 CALHOUN ST. 








FORT WAYNE, IND. 








on Nov. 16. The figure compares with 
$12,355,771 in the same period of 1939, 
an increase of 22.9 percent, and is 8.2 
percent ahead of the total for all 1939, 
which was $14,040,790. The November 
half-month business aggregated $947,- 
542, an increase of 64 percent over 
$577,769 in the same days of November, 


1939. The final fortnight of the record- 
breaking October-November loyalty 
drive is expected to show a larger 


advance. 

Indianapolis Life—The gain of insur- 
ance in force for the first 10 months ex- 
ceeded the gain for the entire year of 
1939. During the present week, the 
company completes 35 years of service. 





Insurance in force now exceeds $114,- 
000,000. Assets are more than $25,- 
000,000. 


Ordinary life is still leading but many 
limited payment policies and long term 
endowments are being issued. There 
has been much interest in the new mort- 
gage redemption policy and a consider- 
able volume of new business is being 
received curently on this plan. 

Phinehas Prouty, Jr., Connecticut Mu- 
tual Life, Los Angeles led all the agen- 
cies in gain in insurance in force as of 
Oct. 31. 


Aetna Life 1941 Schools 

Aetna Life has announced the dates 
for its life insurance schools to be held 
in 1941. There will be four sessions and 
the dates are Jan. 6 to Feb. 7; April 7 to 
May 9; July 28 to Aug. 29, and Oct. 20 
to Nov. 21. 


O. J. Arnold, president Northwestern 
National Life, has been reelected a di- 
rector of the Minneapolis Civic Coun- 
cil. He served as its chairman the past 
year. 

The Colonial Life promoted R. S&S. 
Abraham to manager at Johnstown, Pa. 
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Million Dollar Producer 
Explains Successful Plan 


DETROIT—There is no one right 
way to sell life insurance; there are as 
many right ways as there are successful 
life underwriters, John O. Todd, H. S. 
Vail & Sons, Chicago, and for five years 
Million Dollar Round Table member, 
told the Qualified Life Underwriters of 
Detroit. He was introduced by H. Ben 
Ruhl, Massachusetts Mutual. 

gl he only major difference between the 
mediocre and the successful producer is 
that the latter has a well-defined pur- 
pose and is willing to pay the price of 
reaching his objective, Mr. Todd pointed 
out. “The way to be successful is to 
set yourself an objective, and then be 
sure that you really want to attain it. 
Then make up your mind to do it and 
set aside everything that tends to inter- 
fere with attaining the goal.” 


Must Sharpen Up Wits 


Too often underwriters are like the 
woodsman who is too busy to sharpen 
his axe; he keeps on working until his 
tool will cut no longer. It pays the un- 
derwriter to spend some time in think- 
ing about his work rather than all of it 
in making calls. Mr. Todd himself arises 
an hour early several mornings each 
week and spends that extra hour before 
his wife and family are up and_ before 
the telephone begins ringing, in thinking 
about his work and in planning it. He 
sets down objectives by the year, the 
month, the week and the day. 

Mr. Todd declared that 80 percent of 
life situations can be met by life insur- 
ance, and it does not pay to spend one’s 
time in the 20 percent bracket of tough 
nuts. It can be spent much more profit- 
ably among the 80 nercent who can be 
persuaded that life insurance is the an- 
swer to their particular life problems. 


Uses Two-Interview Plan 


Mr. Todd believes that the agent can- 
not do a constructive job of covering 
life values by the hit-and-run method of 
one-interview selling. He uses the two- 
interview system, in the first interview 
securing the information he needs to 
make intelligent recommendations and 
striving to break down the prospect’s de- 
fense mechanism, which always operates 
when life insurance is mentioned. 

He starts his first interview something 
like this: “Mr. Jones, I was talking to 
your friend Smith the other day. He 
said some very nice things about you 
and I told him I would like to meet you. 
Here I am. I’m in the life insurance 
business but I did not come to see you 
with the preconceived notion that you 
need more insurance. If your present 
life insurance plan is perfect for you, 
fine. If it has some flaws in it, let’s find 
that out right now rather than later, 
when it will be too late to correct them.” 


Tells Plan for Saving 


Most men agree that they have a hard 
time saving money, so Mr. Todd tells 
them that he has worked out a plan for 
himself that works. His secretary takes 
20 percent of his earnings out as the 
checks arrive, and places this money in 
his premium fund, w hich makes the pay- 
ing of premiums easy and painless. He 
asks the prospect what his objective in 
life is, and helps him to definitize it. 
Most men can answer only in «a very 
vague way. He points out that the most 
important thing is to prevent any chance 
of his having to be supported by his 
children in his old age. 

He asks: “What percent of your pres- 
ent income would you like to have to 
live’on permanently?” If the prospect 
does not hazard a guess, ask him: “Fifty 


percent? You could hardly get along on 
less, could you?” “Now how much 
would your family need to manage on if 
you were taken away from them?” He 
will almost always answer this, and the 
answer gives a good clue as to his pres- 
ent income, in combination with the an- 
swer to the previous question. Mr. 
Todd then has the information he needs, 
and does not risk offending the prospect 
by asking him what his income is. 


Prepares for Second Interview 


When this information has been ob- 
tained, together with data on the pros- 
pect’s family, Mr. Todd closes the in- 
terview and tells him he will study his 
problem and see him later with sugges- 
tions. Then he has his secretary pre- 
pare the necessary data for the closing 
interview, which is nearly always granted 


since the prospect feels that it will con- 
tain information of value to him even 
if he does not intend to buy any further 
coverage. 

At the closing interview, Mr. Todd 
uses a series of three charts showing the 


prospect’s income accumulating at 2% 
percent over a period of years, and 


points out that this presupposes no loss 
of principal or interest. The second chart 
shows how his present insurance falls 
short of reaching this goal. The third 
shows how his present insurance plus 
what additions he needs, will reach it. 
This lays the groundwork of logic on 
which to strive for the close, although 
the emotions must be brought into play 
as well in closing. He strives to lead 
the prospect’s mind along the path of 
his family’s progress through the years, 
with and without the necessary insur- 
ance protection. 

This plan has been responsible for 
more than 50 percent of Mr. Todd’s high 
production the past five years. The bal- 
ance was sold on tax and estate plan- 
ning programs, which are much more in- 
tricate. 








Trends in Tax Decisions 


Are Advantage 


NEW YORK—Several discernible 
trends in tax decisions can be used to 
advantage in selling life insurance, For- 
rest L. Morton, tax expert Myrick 
agency Mutual Life, told the New York 
City C.L.U. chapter this week. 

The first, he said, is that the taxes 
have been increased and are going to 
be increased still further while exemp- 
tions have been decreased and are prac- 
tically certain to be decreased still fur- 
ther. Hence, he said, there is a wider 
field in which C.L.U.’s can apply their 
knowledge of taxation, since more peo- 
ple will be affected by the tax problem 
and they will be hit harder. 


Might as Well Be Used 


The second trend, Mr. Morton said, 
is that rulings and court decisions deal- 
ing’ with income taxes seem to be grow- 
ing more liberal. He cited the Winslow 
case, decided by the United States court 
of appeals, in which it was held that 
payment of installments certain or guar- 
anteed payments, provided the insured 
selects the option with no right of in- 
vasion of principal on the beneficiary’s 
part, totally exempt from income 
tax. The court held that even though 
almost half of the payments was com- 
posed of interest, the total amount was 
exempt from tax as being insurance 
proceeds paid by reason of the death of 
the insured. Previously the Treasury 
held that only the amount actually avail- 
able at the time of the insured’s death 
constituted proceeds payable by reason 
of the death of the insured. 

Conceding that while this decision 
came from a high court it might con- 
ceivably be upset, Mr. Morton said that 
nevertheless clients might as well take 


is 


in Selling 


advantage of the exemption so granted, 
rather than, for example, putting the 
money on an interest-only basis where 
it is definitely known that the proceeds 
will be taxable. Another case illustrat- 
ing the liberality of the courts is that 
it has been held that under joint and 
survivor annuities there is no estate tax 
when the first annuitant dies, the court 
having held that the second anuitant 
held a vested interest in the annuity and 
consequently nothing passed on the first 
annuitant’s death. The Treasury’s po- 
sition was formerly that the commuted 
value of the annuity was taxable on the 
first annuitant’s death. 

Mr. Morton also cited the Bailey de- 
cisions. He pointed out that if, as is 
apparently the case, the Treasury can 
tax only the value of the reversionary 
interest and not the entire amount of 
insurance, it is not ordinarily worth 
while to drop existing insurance and buy 
new. He suggested that where there is 
a reversionary interest it be given away 
so as to dispose of the entire question. 
He cited the Rosenstock case as indi- 
cating that the commissioner of internal 
revenue does not intend to press for the 
taxability of life insurance proceeds 
where all incidents of ownership have 
been given up, no matter who paid the 
premiums. Mr. Morton also noted a 
more liberal attitude on the govern- 
ment’s part toward pension and bonus 
sharing trusts. A question and answer 
period followed Mr. Morton’s talk. 


Continued, courageous and persistent 
cold canvassing will warm the cockles 


of your heart with success and fatten 
your pocketbook! — Washington Na- 
tional. 





FACT FILE INFORMATION 


Families—Number and Children 


There are approximately 25,000,000 


husband and wife families in the U. S. 


A survey of 1,000,000 urban families shows two out of three are husband and 
wife families, of which more than half had an average of two children under 


age 16. The average age of the father 
about 1,300,000 new families are formed 
families celebrate the birth of a child. 


of such families was 40. Every year 
by marriage in the U. S. and 2,200,000 


Source: Louis I. Dublin, Metropolitan Life Statistician. 


How an Agent Might 
Become a Failure 
CINCINNATI—In a talk in which 


he took the direct opposite from usual 
practice, D. R. Mason, general agent 
Aetna Life, Syracuse, N. Y., described 
to the Cincinnati Life Underw riters As- 
sociation how an agent might become a 
failure in the business. His address, 
“Let’s Decide,” was similar to one which 
was a highlight at the annual conven- 
tion of the National Association of Life 
Underwriters. His remarks were 
largely centered on the idea that as the 
agent matures and gains experience, he 
is apt to discard those ideas and meth- 


ods which worked for him before he 
knew better. 
Agents, Mr. Mason said, are prone to 


lecture the prospect on details of the 
business that he doesn’t know anything 
about, get technical, brush up on compe- 
tition, rather than constructive selling, 
and get to perfect themselves in over- 
looking the obvious. 

A sign in a restaurant in which Mr. 
Mason frequently lunched when he was 
in Jacksonville, Fla., struck him by the 
truth of its application to life insurance 
selling: “Use less sugar. Stir like hell, 
We don’t mind the noise.” 


Mortgage Cancellation 
Questions to Ask Prospect 


Nine qu@stions to ask when selling 
mortgage cancellation insurance were 
listed in “Con Mu Topics”: 

1. Suppose your mortgage became 
due tomorrow; how would you pay it? 
How can you expect your wife to, then? 

2. With which one of the relatives 
will your family live if she loses the 
home? 

3. Who suffers when a mortgage is 
foreclosed on a widow? Do you? Does 
the investment company? No, only the 
widow and family suffer. 

4. The man who fails to 
mortgage is betting with his family that 
he will live long enough to pay it off. 
Can your family afford stakes that high? 

5. There are two kinds of widows; 
widows with homes and homeless 
widows. Which will your wife be? 

6. When you buy mortgage insur- 
ance, you aren’t insuring your life, 
you're insuring your home. 

7. Will the home be a lifelong asset 
to the family—or just a memory? 

8. Your widow will have enough re- 
sponsibility to bear without having to 
solve the problem of shelter. 

9. The home you are buying is the 
environment you feel is best for your 
family. Would your death change that 
environment so greatly that you'd like 
to have them move out? 


SALES SHORTS 


Mr. Home Owner: “If the privilege 
of livi ing in a house while you are pay- 
ing for it is worth 5 percent, then surely 
the opportunity to make certain your 
family may always live there is worth 
2 percent or 3 percent.” 

In selling it is common to urge pros- 
pects to spend part of their cigarette 
money for life insurance. It is interest- 
ing to note that the nation’s cigarette 
bill is $1,037,747,517 compared to $4,- 
026,903,985 spent for life insurance 
premiums. Is life insurance only four 
times as important to man as his cigar- 
ettes 

What you 
reality. 

Never let the memory of mistakes 
and grief stay with you, save in the form 
of experience to reform the future. 


protect his 








fear tends to become a 
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AGENCY MANAGEMENT 





Chicago Supervisors 
Elect George Huth 


George Huth, Ewing agency Provi- 
ient Mutual Life, was named president 
of the Life Agency 
Supervisors of Chi- 








cago at its Novem- 
ber meeting. R. J. 
Curry, Aetna Life, 

named _ vice- 
president and Don 
K. Alford, Van 
Goldman agency 
Prudential, secre- 


tary. The Christ- 
nas party at which 
general agents will 
ve guests will be 
held Dec. 17 at the 
Electric Club. R. 
C; Careoa, jr. 
Rockwood Company, is 


Huth 


George 


chairman. 


R. D. Hinkle, Equitable Society, in- 
troduced P. B. Hobbs, Equitable So- 
ciety manager, who outlined the high 


points of the general agents and man- 
’ session in Peoria in connection 
the Illinois Life Underwriters As- 
sociation’s fall meeting. The failure of 
most agents is due to insufficient ex- 
posure to prospects, inadequate pros- 
pects and ineffective presentation. These 
factors are all inter-related and an im- 
provement in one aids one of the others. 
If an agent does not have a good sales 
talk he does not get a good reception 
and consequently, he hesitates to call on 
prospects and in turn doesn’t get re- 
ferred leads. If he doesn’t make calls, 
he doesn’t get a chance to develop his 
presentation and if he doesn’t have 
prospects he doesn’t make enough calls. 





Improve Triple Threat Agents 


More attention should be given to the 
presentation used by the average agent 
50 as to cut down the number of triple 
threat salesmen who stumble, fumble 
and fall. The great variance between an 
effective sales presentation and a poor 
one was brought out in a study of ad- 
vertisements in a single issue of “Col- 
lier’s” magazine. The best advertise- 
ment was 14 times more effective than 
the poorest and five times more effective 
than the average. The average in turn 
was three times better than the poorest. 

“he presentation doesn’t have to be 
twice as good to get twice as much busi- 
ness aS a small improvement in perform- 


ance results in a vast improvement in 
results. Two baseball examples bring 
out this point clearly. A player batting 


350 earns from $15,000 to $20,000 while 
those in the .250 class earn $5,600 or 
$6,000. This means that if a player gets 
only one hit more in 10 times at bat, he 
will be able to increase his income three 
times. Seven out of ten men are thrown 
out at first base by a half a step. Ifa 
man can increase his speed by half a 
step, it will help materially in getting 
the one out of 10 which he needs 
for greater success. 

The poor producer does not lack ideas 
or knowledge but he needs to improve 
his technique of presenting his knowl- 
edge and ideas. In order to put on a 
good presentation, the agent should have 
1 good sales story, good verbal delivery 
ind good physical action. A good story 
must be in right sequence, carefully 
worded and in presenting it the agent 
able to keep control of the in- 
and be with habit 


hits 


must be 
terview 
answers. 

In answering the question on whether 
the agent should depend upon his own 
ngenuity in heat of an interview or have 
1 point by point or word by word pres- 


prepared 


entation, Mr. Hobbs said the average 
man cannot afford to depend upon ex- 
temporaneous ability. While many man- 


agers insist upon a point by point pres- 
entation, it pays to consider the word by 


word type as well. Though many 
agents prefer the point by point presen- 
tation so that * Sena can use their own 





ideas which they like and which fit their 
personalities, the drawback is that the 
agent doesn’t have to prepare enough to 
give this type of presentation and just 
because he likes it, it is not necessarily 
better. Word by word plans available 
in various publications are developed 
through consensus of opinion and as 
they are in printed form time is saved 
in study and training men. The lack of 
spontaneity in the presentation of formal 
talks is really not a criticism of the talk 
itself but of the ineffective performance 
in presenting it. When one hears a poor 
presentation of Hamlet one criticizes the 
actors not Shakespeare’s script. 

Change of wording often creates more 
favorable response. For example, in an 
interview, an aoe gets much more fa- 
vorable response if he says: “I haven't 
made myself ate ar’ instead of “You 
don’t understand.” It requires practice 
to develop sales skills and it requires 


practice to keep them. 


Legislative Prospects Are 
Reviewed in Los Angeles 


LOS ANGELES—Proposed legisla- 
tion to come before the January session 
of the California legislature was dis- 
cussed by the Life Managers Associa- 
tion of Los Angeles. Kellogg Van 
Winkle, Equitable Society, reported as 
chairman of the legislative committee 
for southern California. He told of the 
meetings held by insurance interests 
with Commissioner Caminetti. 

Mr. Van Winkle warned that a sav- 
ings bank life insurance bill is among 
the imminent inimical legislation that 
may develop as well as a bill for the 
elimination of the “in lieu” tax measure 
now in the code. 

Mr. Van Winkle called attention to 
the necessity of strict compliance with 
Section 760 of the code, citing instances 
where trouble might result if it were not 
followed. 


President = H. Page of the state 
association called attention to the neces- 
sity for better organization. All 14 as- 


Oo 
sociations in the state are having mem- 
bership drives. 

It was decided to hold a legislative 
dinner on Dec. 17, the affair to be sim- 
ilar to those held two and four years 
ago. President Page, President H. E. 
Belden, Los Angeles association, and 
Chairman H. G. Saul of the dinner com- 
mittee all urged hearty cooperation. 


CALIFORNIA SENATE CONSERVATIVE 


SAN FRANCISCO — Although as- 
sured that there will be a large num- 
ber of insurance bills at the com- 
ing session of the California legisla- 
ture next January, the business is not 


particularly concerned over the outlook. 


The pre-legislature conferences now 
being held are giving the agents, brok- 
ers and company representatives an op- 
portunity to see what is being consid- 
ered and to make changes they may de- 
sire. A number of the bills originally 
proposed will probably not be intro- 
duced. 

If any stringent bills do go before the 
legislature without having been “aired” 
at the conferences the insurance busi- 
ness is assured that the senate will be 
conservative again this coming year. 

The make-up of the senate, mostly 
conservative Republicans and Demo- 
crats, has been a block to radical pro- 
posals which appear at almost every 
session. All of these conservatives were 


relected in the November balloting. 


Discusses Seeinien r's Job 

LOS ANGELES—William H. Sieg- 
mund, general agent Connecticut Mutual 
Life, spoke to the Supervisors Associa- 
tion of Los Angeles on “The Super- 
visor, the Chief of Staff.” The super- 
visor is the liaison officer between the 
general agent and the agent, he said. 
The general agent relies on the super- 
visor for his knowledge of the agent, 


while the agent in turn relies on the 
supervisor for his advice and contact 
with the general agent. The supervisor 
must not be a swivel chairman but must 
be a field leader for his agency, he 
pointed out. 


Greensboro General Agents 
and Managers Organize; 
L. W. S. Chapman Is Speaker 


GREENSBORO, N. C.—Twenty-five 
general agents and managers from both 
industrial and ordinary life companies 
have organized the Greensboro Associa- 
tion of Managers & General Agents, 
and unanimously voted to become asso- 
ciated with the National association. The 
first meeting was presided over by A. T. 


Haley, general agent Massachusetts Mu- 
tual Life. The speaker at the program 
was L. W. S. Chapman of the Life In- 


surance Sales Research Bureau of Hart- 
ford. He was introduced to the group 
by W. H. Andrews, Jr., Greensboro 
manager Jefferson Standard Life. 

Mr. Chapman, devoting his remarks to 
those things which would increase the 
effectiveness of life insurance repre- 
sentatives, stated that the manager and 
general agent are not only responsible 
for the agent’s effectiveness in prospect- 
ing, work habits, presentation and men- 
tal attitude, but was responsible for the 
skills of his agents and all departments. 
These skills he described as the hub of a 
wheel whose outer spokes are the serv- 
ices of the agent. 


Start Seminars in San Francisco 


The San Franciso General Agents & 
Managers Association has arranged for 
a series of monthly evening seminar 
meetings starting Nov. 25 covering re- 
cruiting, training new and keeping old 
organization, financing agents and build- 
ing prestige for the agent and the busi- 
ness. 

President F. J. Curry, Penn Mutual 
Life, will discuss “Recruiting in San 
Francisco” at the first meeting followed 
by Nels J. Nelson, manager Reliance 
Life, on “Building New Organization in 
Rural Communities.” A round table 
discussion will follow during which each 
member is expected to present a suc- 
cessful recruiting idea. Other meetings 
in the series will be held Dec. 16, Jan. 
20, and Feb. 17, and will take the place 
of the regular monthly luncheon meet- 
ings. 

J. Van Stralen, Massachusetts 
Mutual Life, is chairman. 


ee . 
Virgil Martin, assistant to the Ohio 
superintendent, addressed the Life 
Cashiers Association of Columbus. 








Hold Mich. — Conference 
on Credit Life Insurance 


LANSING, MICH.—To decide on 
policies to be followed in connection 
with credit life insurance covering bor- 
rowers from Michigan financial institu- 
tions, the Michigan insurance and bank- 
ing departments have just held a joint 
conference with representatives of the 
three companies specializing in that field. 

The department in general has dis- 
couraged bank agencies for many years, 
with the idea of eliminating controlled 
business as far as possible. The writing 
of this particular variety of term life 
coverage, so closely linked with the nor- 
mal functions of banks and other loan- 
ing agencies, has presented a somewhat 
different problem, however, and depart- 
ment officials are inclined to believe that 
appointment as agents of individuals 
within the banking organizations affected 
is perhaps the most feasible method of 
operation in this field. 

The companies represented at the con- 
ference were Morris Plan, New York; 
Old Republic Credit Life, Chicago, and 
Credit Life, Springfield, O. 

No definite conclusions were reached 
but both state departments gained a 
rather complete background on which to 
formulate their official attitudes. 





Order 
C. L. U. Books 
Now! 


books are sug- 
gested by the American College 
of Life Underwriters for study in 
preparation for the “CLU” exami- 
nations. 


The following 


PART I—LIFE INSURANCE 
FUNDAMENTALS 


Economics of Life Insurance, 


THOU 5 ow ovine hehe $2.50 
Life Insurance as Investment, 

Huebner & McCahan...... 2.50 
Life Insurance, Huebner...... 3.50 
Life Insurance, MacLean..... 4.00 
Life Insurance, Magee....... 4.00 
PART II—LIFE INSURANCE 

SALESMANSHIP 
Selling Life Insurance, 

Stevenson ................ $3.50 
Psychology of Selling Life In- 

surance, Strong ........... 4.00 


PART III—GENERAL EDUCATION 


Economic Problems of Modern 
Life, Patterson and Scholtz.$4.00 


Economic Principles and Prob- 


lems, Spahr and Others.... 5.00 
New American Government 
and Its Work, Young....... 4.00 
Social Change and Social 
Problems, Bossard ........ 3.50 
Sociology of Life Insurance, 
ME isa ons ocoainardame sels 2.50 
Relation of Life Insurance to 
Education and Philanthropy, 
i 2.50 
A Guide to Good English, 
PEE 85. 49% spn ch pee 1.00 
Effective English, Wann...... 1.40 


* 


Any of the above books may be 
obtained from 


THE INSURANCE BOOK HOUSE 


THE NATIONAL UNDERWRITER 
420 E. Fourth St. Cincinnati, O. 


“BUILD UP YOUR LIBRARY” 
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Waiver of Premiums in 
a Disability Benefits Case 


Che California Supreme Court de- 
cided the case of Long Et Ux vs. West 
Coast Life. The company issued the 
policy to the plaintift’s husband, the 
wife being beneficiary. It provided for 
three alternative payments: A death 
benefit; an endowment upon the insur 
ed's living until a specified date or, in 
the event of total and permanent dis- 
ability, a monthly income for 1060 
months. The policy required that notice 
of disability must be furnished the com 
pany within 120 days after the com 
mencement thereof. The insured became 
disabled in February, 1932, but the com- 
pany was not notified until December 
of that year. In a previous action to re- 
cover disability benefits, the court held 
that plaintiff's policy had lapsed for non- 
payment of premiums and judgment was 
for defendant. 

In this action, plaintiffs sought to have 
the policy declared to be in full force 
and effect, claiming that the premiums 
were waived by the company after tha 
commencement of disability regardless 
of whether notice was given, so that 
any death benefit that may accrue will 
be paid. The court holds, however, that 
the former adjudication that plaintiff 
husband was not entitled to disability 
benefits is res judicata of his present 
claim and applies to any of the three 
alternative methods of payment. pro- 
vided. Notice of disability within the 
time specified was as essential to con 
tinue the policy in force under the pro- 
vision for waiver of premiums as it was 
to the determination of the company’s 
liability for disability, the higher court 
held. i 


Suicide Is Chief Factor 
in New York Life Case 


The U. S. circuit court of appeals, 
seventh circuit, reverses the lower coutt 
in Lincoln Petroleum Co. vs. New York 
Life. The Lincoln Petroleum sought to 
recover under two policies on the fe of 
one Lake which were payable to it, the 
insured being the secretary and treas- 
urer. The facts show that on the night 
of his death, the insured and his wife 
had been drinking and visiting taverns, 
that they had had words and she had 
taken a room at a hotel for the night. 
Later, however, her husband and some 
friends came to her room and the hus- 
band asked the friends to leave so that 
he could talk to his wife. 

The wife testified that the husband 
was abusive and very gruff and that she 
decided to scare him by pretending to 
jump out of the window. She slipped 
and fell to the ground and was seriously 
injured but recovered. Witnesses testi- 
fied that her husband leaned out of the 
window after she fell and he too fell to 
the ground. The defense witnesses said 
that he seemed to edge himself over the 
sill and called “Here I come.” The 
company claimed that this clearly estab- 
lished suicide and the majority of the 
court agreed. The judgment to the 
plaintiff, therefore, was reversed, and a 
new trial ordered. The death occurred 
during the contestable period. 


Anticipatory Breach of 
Contract Was Main Issue 


Che Texas supreme court in Gate- 
wood vs. Southland Life decided a case 
with anticipatory breach of insurance 
contract as the main issue. The polic 
provided for waiver of premiums on 
approval and proof of permanent or to 
tal disability and further provided for 
automatic premium loans to keep. the 
policy in force in the event of default. 
The plaintiff became totally and perma- 
nently disabled on Aug. 2, 1933, and the 
company claimed that the policy lapsed 
for non-payment of premiums at mid 
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night Aug. 1, 1933. The jury found that 
ti plaintiff had executed a- note cover 
ing the premium which defendant 


‘lamed was in default and that such 
due until November, 1933, 
finding, judgment was 
court of civil appeals ‘held 
\ no evidence to support 
such findings, but affirmed judgment for 
the plaintiff on the alternative claim thai 
the loan value was sufficient to require 





and on such 











the company to keep the policy in fore: 
until the date of disability The higher 
rreed to this latter finding and 


gment is affirmed 





Group Case Decided 

Che Arkansas supreme court reversed 
the case ot Ollie & Conway vs. Wash 
ington Nauonal which involved a group 
poucy [he group policy was issued to 
company providing for pay- 
ment and disability benefits to employes 
who held certificates and also tor pay- 
ment of death benefits “on receipt ot 
due proof of death during the contina- 
ince of the: policy.” The plaintiff's de- 
cedents were certificate holders who had 
become disabled and who were receiving 
disability benefits. These payments 
were continued until their death and, 
thereafter demand was made by the 
plaintiff for the death benefits. The 
policy had, in the meantime, been can- 
celled. The court holds that under the 
provisions since no proof of death was 
furnished during the continuance there 
was no right of the 3 


death benefits 


a lumber 





plaintiffs to recover 


Mysterious Disappearance 
Issue Is Litigated 


Mysterious disappearance cases come 
up once in a while. The Illinois appel- 
late court affirmed the lower court in 
Guild vs. Metropolitan Life. The plain- 
tiff's daughter-in-law had two policies 


in the company. She disappeared and 
the plaintiff notified the company of that 
fact. The plaintiff was told that she 


could not make any claim for seven 
vears. After the seven vears had passed 
she requested payment but the company 
denied liability claiming that there had 


not been satisfactory proof ot death. 
Che plaintitf introduced evidence to 
show that neither family nor friends 
had heard from the assured since the 
date on which she was alleged to have 
disappeared and there is no positive tes- 
timony to show that she was actually 
ilive after that date. The lower court 
entered a summary judgment for plain 
tiff and on this appeal the higher court 
athrmed it. It held that the evidence 
was sufficient to raise a rebuttable pre- 
sumption of death. 
x “a 


\nother disappearance case came be- 
fore the federal court, northern district 
of West Virginia in Stump-vs. New 
York Life. The plaintiff's husband was 
insured in New York Life. In her action 
to recover she alleged that her husband 
disappeared over seven years previously 
and that he had not been heard from 
since. She claimed, therefore, that she 
is,entitled to a statutory presumption of 
his death. Evidence was introduced to 
show that at the time of his disappear- 
ance several indictments on charges of 
embezzlement had been returned against 


him. The court held that under the 


circumstances it was not likely that the 
family or friends in the community 
where he had lived would have heard 
from him. The higher court held that 
the facts are insufficient to raise the 
presumption contended fo 


Controversies Arise 
Over Alleged Lapsation 
of Policy Contract 


Cases arise from time to time 
which a policyholder claims to have 
paid a premium and his policy is in 


torce, vet the company shows that there 
was a default and the policy had lapsed 
The United States district court, eastern 
district of Arkansas, western division, in 
Black vs. Pacific Mutul Life had a case 
of this nature where two policies ha 
been issued on the life of Ernest Black. 
Due to his failure to pay the seventh 
annual premium, the policies lapsed 
assured did not pay any part of the sev 
enth annual premium on either of the 


iolicies and bot 











were lapsed by the 














“Hendricks believes in building up good will.” 





ompany for non-payment of pret 
Each policy provided that after it had 
been in effect for three full years “t 
assured may elect within three 1ionths 
after any default in payment of pret 
ium, but not later, any one of the 


lowing options 


Third Option Provision 


Che third option provided for paid w 


term insurance. If the assured made no 
election after fault the insurance was 
to be automatically continued as - 

vided in option 3 [he assured, not 
having exercised ? options provided, 
the company pure 
tions of $40 on ea 
dividend, and then put option 3 in t 
and notified the policyholder that it had 
done so [The assured died -about 90 


davs after the paid up te ance 





} 








seek paid up addi- 


: 1: 1 
nh policy With the 








as calculated by the company 1 ex 
pired. Judgment was entered in favor 
of the Pacific Mutual, the court hofding 
that under the provision of a policy the 
company was justified in deducting the 
_amount of a policy loan from amount ot 
extended insurance after having de 
ducted that same amount from the cash 
surrender value of the policy [It was 


further held that since the notes whicl 
evidenced a loan were not a personal 
obligation, the company was not r 
quired to cancel and return then 


The higher court held that since the 








owes a mp the ght t 
a, - 

> FEN imeunt istvie Cal 
ings and their-apportionment among the 
policvholders, courts wl interfere 
unless there 1s bad ¥aith eglect 
or abuse of discretion ch condi 





tion was found in this case and ,there 


tore. judgment was ntere¢ 
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Paci Mutua 
STATUTORY PROVISION 

\nother ving 1 apsed 
policy ‘ Ovisions Nas 
been d St. Louts to 

ypeal \merican N i 

tional, the ecISsiol 
ifirmed. enied lia 
on t the death 
insure id lapsed for failure 
to pay the required premiums, and that 
the temporary insurance, as provided 
by statute, had expired. The policy was 
issued May 2, 1927, and lapsed Nov. 14 
1932. The insured died May 8, 1936 
1 


Though the policy contained no pro 
vision for extended insurance, it did 
provide that application for “paid up” 
or “free” insurance could be made after 
premiums for three full years had been 


paid. It further provided that the value 
was to be computed on the American 
tabie. On lapse of the policy the com 
pany computed the net value on the 


\ctuaries or combined experience table 
The statute provided for the method of 
computation. [The amount so ascer 
tained provided a single net premium 
that kept the policy in force as temvo- 
rary extended insurance until February, 
1936. If the net value were computed 
American table, the sum so as 
certained would have provided a single 
net premium which would have kept the 
policy in ferce until October, 1937. The 

rer court affirmed the judgment en 
tered in favor of the plaintiff, holding 
that the rule provided in tHe statute for 
computing reserve values must be held 


by the 


110 
l 


1 
2 


to be the minimum value permitted. An 
insurance company may provide a rule 
for computing said values more favor 


able to the assured, and when this is 
lone, the rule provided in the policy 
must be substituted for the rule pro 


vided in the statute 





Pave the Way— An accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines. 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange, 
Chicago. Sample /0c. 
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Four instructors recently appointed to teach life insurance courses being con- 
ducted by the Insurance Society of New York: Henry Owen, instructor in the 
finance and banking department, New York University school of commerce: J. A. 
Hamilton, research assistant Metropolitan Life and a fellow of the Actuarial So- 
ciety of America; W. J. November, assistant actuary Equitable Society and a 
fellow of the Actuarial Society: and P. E. Orr. Jr., C.L.U., assistant manager Bragg 
agency, Guardian Life of New York, New York City. The training course they 
teach is designed primarily for home office and agency employes in the New 
York area. It covers two years, classes being held once a week for 20 weeks, 
from 5:30 to 7 p.m. The course is designed to prepare students for the examinations 
of the Insurance Institute of America or the Life Office Management Association. 


LEWIS H. HALL 


George Washington Life has awarded 
production cups to Lewis H. Hall, Eliza- LEE CASWELL 
bethtown, Ky. general agent. and Lee 
Caswell, Bonnieville, Ky., for outstanding work during President's Month. This 
is the foutrh consecutive year Mr. Hall has won agency production cup. His 
agency has already paid for $900,000 this year and will pass the $1,000,000 mark. 
He has shown a substantial increase in business each year since he established 
the agency in 1933. Mr. Caswell, who is with the Hall agency, won the district 
managers’ cup. He has been with the agency six years, two as district manager, 
and this year he will pay for over $300,000 business. 


Joe S. Maryman, Aetna Life, Little Rock, who has paid for $1,000,000 or more 
for 11 consecutive years, was honored by his associates at a luncheon in Little 
Rock. Mr. Maryman is on the left at the end of the table with Gordon H. Campbell, 
general agent (center), and Foster Vineyard, assistant general agent. 


C. E. Cleeton, vice-president Life Underwriters Association of Los Angeles, is 
shown presenting 100 percent agency membership plaques to C. H. Carpenter 
(center), manager Canada Life, and Mark S. Trueblood, Union Central general 
agent. 


Cecil Woods, president Volunteer State Life, spoke before the Birmingham 
Association of Life Underwriters. From left to right, J. F. Frierson, business man- 
ager of Birmingham “Post” and life-long friend of Mr. Woods; Mr. Woods: J. 
Orlando Ogle, president Birmingham association, and Frank P. Samford, president 
Liberty National Life, who introduced Mr. Woods. 





